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THERE’S A MIGHTY GOOD CHANCE OF THAT $300 LANDING RIGHT IN YOUR LAP 


The Second Annual 1847 Rogers Bros. 
Window Display Contest gets under 
way September 10. Which means 
that dozens of 1847 Rogers Bros. 
dealers are going to divide up another 
cool $1,800 in cash prizes. 

How de you go after your share of 
this prize money? Just display some 
ingenuity ... and 1847 Rogers Bros. 
Silverplate in your window from 
September 10 to October 1. You’ve 
as good a chance as anyone to win — 


regardless of the size of your town, 
store, or window. So decide right now 
you’re going to cut in on this $1,800 
prize melon...and maybe, around 
Christmas, you'll be patting yourself 
on the back and putting $300 in your 
pocket. Write, right now, for full 


details. 


The mark of the International 
Silver Company 
—a guarantee of quality 





Viande* Trade-In Sale will turn 
Old Knives into New Business 


Of course, you’re all ready and set 
to go after your customers’ old silver 
knives ana new silver dollars in the 
great Viande Trade-in Sale from Sep- 
tember 10 to October 1. Write for 
mats of newspaper advertisements 
to tie in with the big double-page 
four-color announcement in the Octo- 
ber Ladies’ Home Journal. 


See special two-page insert in this publication, announcing Viande Trade-In Sale 


1IS47 ROGERS BROS 


Genuine Original Rogers Silverplate 


A Product of the International Silver Company 


NEW YORK 
9.19 Maiden Lane 
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Star Cases are dependable and styled to the 
minute. Some new Star. Models will be of 
great value in your Fall selling campaign. — 


TRADE MARK 


Star Watcu Cast CoMPANY 
- LUDINGTON, MICH. 


NEW YORK OFFICE - 20 WEST 47TH S&T. SAN FRANCISCOOFFICE ~ 704 MARKET ST. 
CHICAGO OFFICE - 35 E. WACKER DRIVE 90 CINCINNATI! OFFICE - 31 EAST FOURTH ST. 
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‘Phe red menace of 
business is not the depression,” said 
Howard Carpenter of Albert Walker 
& Co., Providence, R. I., in a recent 
brochure. “The depression is a tem- 
porary circumstance incidental to the 
recovery of the patient from the effects 
of a long debauch, which was accom- 
panied by hallucinations of wealth, 





grandeur and laziness. The accom- 
panying symptoms included careless 
buying, careless selling and overstocks 
on the part of the merchant, and too 
many automobiles, fur coats, houses, 
installment purchases, etc., on the part 
of the consumer. 

“The red menace is the assortment 
of loose and vicious habits we formed 
while we were on the business drunk.” 
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| H. Pond, 
president of A. H. Pond Co., Inc., 
Syracuse, N. Y., who recently re- 
turned from Europe on the Paris, is 
not at all pessimistic on the diamond 
situation. Mr. Pond has been abroad 
studying the markets of Europe and is 
thoroughly convinced that now is the 
time to buy. Said he: 

“In my opinion the extremely pes- 
simistic views held by the diamond 
cutters of both Amsterdam and Ant- 
werp are really unwarranted. Cut- 
ters’ stocks have been very greatly re- 
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duced and are now too small to take 
care of any important demands. The 
natural tendency must be upward. It 
is my firm belief that as the season 
advances and conditions improve, this 
upturn will be a decided one in both 
the demand for and prices of 
diamonds.” 

That Mr. Pond’s actions are four 
square with his belief is shown by the 
fact that A. H. Pond Co. have 
thought best to prepare in advance to 
increase their stock while diamonds 
were obtainable at the present low 


BUY 
ONDS 
DIAM a 
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prices and he feels that this is a policy 
that every far-thinking jeweler can 
follow to advantage at the present 
time. 
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Sell new merchandise, 
by all means—all you can of it, but do 
not overlook the opportunity to re- 
model the old,” is the advice of Ste- 
phen Varni of Stephen Varni Co., 
New York. “Remember that there is 
hardly a woman who has not tucked 
away, somewhere, some outmoded or 
ugly piece of jewelry or gems which 
could be broken up and remodeled 
into a thing of beauty. Teach your 
customers that a beautiful jewel is not 
only a joy forever but has perma- 
nent worth. Educate them not to neg- 
lect to add whenever possible some- 
thing of worth to whatever jewels may 
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SPEAKING OF THE JEWELRY TRADE a4 a a 


have come down to them, that, in turn, 
they may pass them on, when the time 
comes, as a memento of themselves 
which shall be cherished by their de- 


scendants. 
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lI, discussing 
the problem of the retailing whole- 
saler recently, H. W. Burdict, of the 
Bowler & Burdict Co., said: 

“Very often, a fine appearing high 
class salesman comes into your store. 
You have known this man for 10 or 
15 years and have favored him with 
a large percentage of your orders. 
But do you know the personnel of the 
firm he represents? Does his firm is- 


NOT ST You 
PERSONALLY —— 
a 









sue a catalog quoting the same prices 
you are paying him under the name 
of Jones, Jones & Jones, and mail this 
catalog to industrial plants in your 
vicinity ? 

“Tt is more important for you to 
know the ethics, dependability, and 
reliability of the wholesaler that you 
buy goods from than it is the financial 
standing or character of the person 
you extend credit to. 

“The retail jeweler is suffering 
more from retailing of this kind than 
any other merchant, with the excep- 
tion of the legitimate wholesale jewel- 
er, who cooperates and sells only to 
the retailer on whom he depends for 
his support. Unless we can at least 
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eliminate or correct this unethical 
practice to a great extent, neither one 
of us can expect to continue business 
much longer.” 
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wish that every 
jeweler would realize the effect both 
on himself and his industry of spread- 
ing bad news, said a leader of the dia- 
mond trade recently. He urged: that 
we all follow the advice given in Au- 
tomotive Observations recently, ‘to 
spread the good news now coming 
from all quarters of the financial and 
business world and forget the gloom 








we have allowed to cover us for the 
past months.” The item he referred to 
read in part: 

“To us it seems no less than a duty 
for the merchant to circulate whole- 
some thoughts when he can do so hon- 
estly. His salesmen need them badly, 
and so—for his sake, at least—do his 
prospects. He owes it to himself to 
scrutinize the news for signs of prog- 
ress, and, when he meets a real one, to 
give it publicity where it will do the 
most good. To spread the conviction 
that nothing will ever be right is about 
the surest means there is of keeping 
them askew. To recognize and adver- 
tise good omens, when there are such, 
is to capitalize their sales and profit 
value.” 
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Few recent developments 
in the business world caused more com- 
ment (mostly favorable) than did the 
action of the International Silver Co. 
in increasing its prices on July 1 on 
three of its leading lines of silver-plated 
ware in amounts running from 10 to 
18 per cent. The reason given for this 
was that the company believed it to be 
economically unsound to continuing to 
produce goods at prices which do not 
permit of a living profit. 

“We believe that the buying public, 
gorged on lower prices and ‘blunder’ 
merchandise, is now at a point where 
it will respond to higher prices as rec- 
ognized as being fair,” said A. L. Zei- 
tung, director of sales. 

“Regardless of whether or not any 


appreciable increase in buying immedi- 
ately is noticeable—though we believe 
it will be—we consider the present the 
proper time to set a higher price for 
the latter months of the year. In this 
time we think that prices in general 
will tend to become stabilized.” 

International Silver, he explained, is 
the first concern in its industry to adopt 
a “living price” policy. 
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Phe merchant can 


thank his lucky stars for people who 
complain,” said a leading official of 
Marshall Field & Co., recently. 
“They are the customers who are 
helping you to be a better merchant. 
They may cause you agony of mind; 
their complaints may seem trivial ; 
their attitude exasperating and all 
that—yet there is every reason why 
you should feel grateful to them. 
“The only way you will ever know 
the weaknesses of your organization 
or your methods is to have them re- 





vealed to you by the people whose 
patronage you seek to hold. 

“One of the most costly tragedies 
of business is the customer whose dis- 
satisfaction remains unexpressed—the 
person who simply walks out and 
doesn’t come back. Therefore, the 
person who ‘kicks’ or fusses or let’s 
you know why he is dissatisfied is 
often doing you a real favor. 

“Fortunate, indeed, is the merchant 
who succeeds in cultivating in the 
mind of every one in his organization 
a right mental attitude toward com- 
plaints.” 


i 


dd 
Atter as careful 


an analysis of the entire business sit- 
uation as I can make, I have decided to 
become ‘bullish,’ ” said Alexander Vin- 
cent in a report just made to the Ster- 
ling Silversmiths Guild of America, of 
which he is secretary. “I feel that the 
first appreciable indication of the end 
of the depression will be evidenced in 
a turning in security prices. Econo- 
mists for some time past now have been 
compelled to leave out of consideration 
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the normal factors influencing security 
values in their attempts to prognosti- 
cate trends. ‘The reason is that logical 
factors have ceased to influence buy- 
ers’ and sellers’ actions and hopes or 
fears, a form of panic, take their place, 
Restore massed reason to the task of 
weighing security values and there can 
be no doubt whatever that there would 
be recognized practically throughout 
the board impressive bargains that 
would initiate a genuine buying wave, 

“Every cycle develops this same phe- 
nomenon and leads to a point where 


cE ALL WANT To an 
GET ABOARD OE 





the mass of buyers, blinded to the need 
and the logic of assaying values, are 
obsessed only with the thought of 
‘wanting to be sure that they are get- 
ting in at the very bottom.’ I think we 
are definitely in that stage now. I re- 
alize fully that there are too heavily 
accumulated holdings to permit any- 
thing like a sky-rocket market getting 
under way, but I do believe the realiz- 
ation of sheer values is spreading suf- 
ficiently to justify the expectation of 
a period of distribution developing dur- 
ing these next six months.” 


a .. 


} E. Cleary, known 
as “The Square Deal Jeweler” of 
Greenfield, Mass., in speaking of the 
deplorable conditions that have grown 
up in the last few years in the way of 
unfair and cut-throat competition in 
prices, advertising, “guaranteed” 
watch repairs at a ridiculously low 
cost, etc., thinks that the solution is 
to be found in personal relationship 
between jeweler and the customer. 
He urges the jeweler to establish him- 
self in the confidence of his customer 
both for his ability and his integrity. 
“My only salvation in meeting this 
wholesale price-cutting and cut throat 
competition has been in being able to 
establish my old customers as my 
friends to an extent that they are sat- 
isfied and have confidence in me,” said 
Mr. Cleary. ‘They have helped me 
convert by argument the vast number 
of people who have been reading such 
stuff as ‘50 per cent off on jewelry’— 
‘Watches cleaned for $1.00’—‘Main- 
springs 75c,’ etc. Lack of confidence 
in the jeweler who uses such state- 
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ments makes them meaningless.” Mr. 
Cleary’s advertising is of a personal 
character and, as in a recent instance, 
often takes the form of an “open let- 
ter to my friends in Greenfield.” 
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Ponies business, 
which has set the standard of the world 
in production, willingly destroying 
millions of dollars in obsolete build- 
ings and equipment, must now remake 
the outworn machinery of distribu- 
tion, says Frederick M. Feiker, Direc- 
tor of the Bureau of Foreign and Do- 
mestic Commerce of the Department 








of Commerce, lecturing on “Modern 
Trends in the Organization of Busi- 
ness,” at the George Washington Uni- 
versity Summer Sessions in the course 
on government and business. He pro- 
posed a new and practical solution of 
this problem through the medium of 
the trade associations. 

“Old ways of marketing and dis- 
tributing goods, to which we pay re- 
spect due to age, must not be wor- 
shipped because of tradition. We have 
learned how to scrap machinery and 
equipment and to replace it with new 
and efficient apparatus to reduce the 
cost of production. Jt is time we 
learned that antiquated viewpoints and 
traditions in management must also be 
thrown on the scrap heap.” 


¢¢ 4 


Md 

The coming autumn 
and winter season will be most mo- 
mentous in the long history of the 
jewelry industry, because it will de- 
termine what kind of a start the 
jeweler will make in the new era,” 
said Oscar Heyman of Oscar Hey- 
man & Bro., New York. 

“Never before has there been such 
an opportunity to prove that jewelry 
justifies itself in the economic scheme, 
and that precious gems form the basic 
wealth of the world, holding a greater 
percentage of their original value.than 
any other possession in a _ trying 
period. 

“We believe that the depression has 
served to emphasize the vital fact in 
the public mind that quality always 
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pays its way. No matter what may 
be claimed for inferior merchandise, 
time always places the proper esti- 
mate upon it. 

“The new era calls for more alert 
salesmanship, expressing itself in more 
persuasive advertising, more impres- 
sive displays and a more intensive fol- 
low-up of customers. It surely cries 
aloud for styling genius—the creative 
urge that brings brilliantly new ideas 
into business. 

“The public will want jewelry in 
the modern mode—pieces that reflect 
the sleek, but colorful art-feeling that 
dominates our world today. Jewelry 
lovers will desire the symphonic note 
that only the colored gems yield—the 
wine-stained ruby, the spring-spirited 
emerald, and the thoughtful deep- 
blue of sapphire. 

“This is the testing time in which 
the jeweler may put forth his precious 
masterpieces-in-miniature with all of 
the assurance that Sir Joseph Duveen 
promotes his objects of art, and Dr. 
Rosenbach his rare books. The entire 
jewelry trade must stop asking in 
bewilderment: ‘Where do we go 
from here?’ and think about: ‘How 
do we go?’ And it is in the way we 
answer this question this autumn, 
that the whole future swings.” 
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Seedy, but surely, 
American business is strangling in the 
noose of “enforced competition,” said 
Benjamin A. Javits, a well-known 
lawyer and economist. “Walk 
through any business street and note 
the poignant signs: ‘Sacrifice Sale’— 
‘Below Cost Sacrifice-—‘No Reason- 
able Offer Refused’—and similar dec- 
larations of the complete abandon- 
ment of the first principle of com- 
merce. 

“Every such sign and the condition 
it illustrates is indicative of the false 
economy under which American busi- 
ness is struggling today. Cut-throat 
competition is being fostered and en- 
forced by government edict, or, at 
least, by government officials and to a 
degree by businessmen themselves. 
Today in almost any industry a small 
minority can, by selling below cost, 
upset the basic economic structure of 
their entire industry and throw all 
other members of the group into a po- 
sition where they are forced to sell 
their products either at cost or at a 
loss to prevent ‘losing’ their market.” 

Mr. Javits believes that America’s 
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one hope for a remedy is the develop- 
ment of the trade association. 
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Heartiest 


congratulations go out to Milton 
Kohler, head of the firm of Kohler & 
Sons, Inc., 27 W. Washington St., 
Hagerstown, Md., who celebrated his 
80th birthday Aug. 10. He and his 
family have been in receipt of felicita- 
tions from friends in business and so- 
cial circles all over the land. Mr. Koh- 
ler is one of the oldest jewelers of the 
country and has been a reader of THE 
JEWELERS’ CiRCULAR since 1870 and 
a regular subscriber since 1875. 

He entered the jewelry business 
May 1, 1870, as a watchmaker in Han- 
over, Pa., and conducted business for 
five years in Pomeroy, Ohio. Learning 
that Hagerstown, Md., which then 
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had a population of 6500, was a good, 
live town in which to locate, he moved 
there and built up a jewelry business 
that became known far and wide and 
developed into one of the most impor- 
tant retail houses of this section.. In 
1898 he erected his present building at 
27 W. Washington St. 

Mr. Kohler, who is still active, hale 
and hearty, remembers distinctly the 
Battle of Gettysburg, recalls how both 
Union and Confederate soldiers 
fought in the streets of Hanover on the 
way to that bloody battle, and he often 
tells how “Lincoln passed through 
Hanover and came out on the railroad 
car and spoke to the school children.” 


Another octogenarian 
jeweler who has been receiving con- 
gratulations from his friends in the in- 
dustry is Joseph H. Koch, dean of the 
Savannah (Ga.) jewelry trade, who 
reached his 81st birthday Aug. 9. Mr. 
Koch has been in the jewelry business 
for three score years, having started to 
work for Max Newberger in this city 
five years prior to going into business 
for himself, March 5, 1878, at which 
time he took over the business of his 
employer. The house was later known 
as J. H. Koch & Son and is now run 
as the Koch Jewelry Store. 











ELTON S. VINEBURG 
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Dini the establishment 


of the Home Service Department of our store our repair 
business has doubled,” said Elton S. Vineburg, in charge 
of sales promotion and merchandising of Vineburg’s, retail 
jewelry concern at Englewood, N. J., in describing his 
aggressive method of securing the repair business in his 
and neighborir+ communities. 


The plan has been in operation for a sufficiently long 
period to definitely prove its practical merits, and, Mr. 
Vineburg continued, “the results obtained in actual busi- 
ness have surpassed our expectations.” 


The Home Service Department, an innovation in meth- 
ods of developing repair business, consists of a service 
which includes calling on the customer, securing the arti- 
cles to be repaired, and returning them after the job has 
been completed. There is no delivery charge attachd to 
this service. Mr. Vineburg, who conceived this idea as a 
method of stimulating repair sales, tells the story of how 
it was developed: 


“Starting with two canvassers, we began to work the 
middle class residential section of Englewood, soliciting 
repair work on watches and clocks. ‘The canvassers are 
employed on a straight commission basis and a quota of 
$30 a day per man was established. In order to over- 
come the usual resistance to canvassing, we devised a form 
of successful direct mail advertising. 


“We found that one man is not able to cover thoroughly 
more than 30 homes in a day. On this basis, territories 
were allotted and the evening previous to working his 
territory, the salesman leaves a sealed, unaddressed en- 
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THE STORE 
Plan Doubles 


velope at each house where he intends to call the following 
day. In this envelope is a brief letter informing the re- 
cipient that a representative of Vineburg’s Home Service 
Department will call within the next few days. It is 
stated in the letter that this representative, whose name is 
imprinted in heavy type, will have ‘certain interesting 
information to convey,’ and asks that the courtesy of an 
interview be extended to him. ‘There is absolutely no 
selling copy in the letter. It is calculated to arouse in- 
terest and curiosity in just what the Home Service De- 
partment is. 

“On the following day the salesman calls at all the 
homes where he has left the letters. He presents our 
business card, also bearing his own name, and starts off 
something like this: “Good morning, Madam. No doubt 
you have received the communication from Vineburg’s 
announcing tue new Home Service Department. It has 
been a pleasure for us to tell the story of just what is 
offered . . .’ and then he goes into a description of the 
plan. Each salesman has an identification card which is 
signed by Mr. Vineburg, authorizing the salesman to rep- 
resent the store. If this is not sufficient to establish com- 
plete confidence, it is pointed out by the salesman that he 
has no intention of taking with him the articles to be re- 
paired, but that the delivery car will will that day. If 
the opportunity presents itself, he leaves some literature 
telling about an offering in silverware, or watches, and 
this we consider to be a much more valuable contact than 
the one established through direct mailing. 


“The salesman keeps a record of the houses in which he 
finds no one at home and returns to these homes later. In 
this way, every inch of the territory is covered. 


“We consider that out of those 30 calls, if the can- 
vasser succeeds in contacting 10 individuals and has the 
opportunity of telling them all about our home service 
department, we have received exceptional advertising 
value from his day’s work. If out of those 10, he makes, 
say, six or seven sales of repair jobs, he has repaid himself 
for his work and brought in some business for us. On the 
first day, one of the men brought in $33 worth of repair 
jobs. 

“Our salesman are not jewelers or repairers, in fact, 
they are instructed not to say anything about the actual 
repair work or make any attempt at giving estimates. All 
they have to do is sell the idea of service and Vineburg’s 
jewelry store. 


“If the prospect has some jewelry or a watch to be re- 
paired, the salesman takes the name and telephone number. 
The same day our delivery man calls for the job. It is 
brought back to the store where it is entered on a card 


and then turned over to the repairman for an estimate. 


This estimate is telephoned to the customer and if the 
price is satisfactory we go ahead with the job. If not, the 
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Repair Business 


customer is under no obligation. However, we have very 
little trouble in this way. 

“Frequently, instead of waiting for the finished work 
to be delivered, the customer stops in to call for it, thus 
increasing our store traffic. Ancether advantage which we 
derive is the list of names for our mailing list obtained in 
this way. 

“At the present time we have 10 salesmen calling on 
the residents of Englewood and its environs. We have 
mapped out territory within a radius of about 15 miles, 
including a population of almost 75,000 people who live 
in the neighboring cities and villages. ‘These 10 men are 
divided into two crews, each headed by a salesmanager. 
The salesmanagers have complete charge of their men and 
plan with them the territories to be covered. A good 
day’s work by these men will bring in a total of about 
$200 in repair work. 

“The salesmen are required to report at the store three 
times each day. In this way sales are followed up im- 
mediately. We hold sales meetings twice a week, and 
either myself or one of the salesmanagers gives them a pep 
talk to build up their enthusiasm. 

“To show home the Home Service Department has 
been a business builder in general, recently one of our men 
secured an order for two small repair jobs. By the time 
the delivery man had called for them, the customer had 
found three more articles that she wanted fixed. When 
these five pieces were returned to her, she sent back 36 


Within the next few days, our Mr. C. Richard 
Bayles, representing the HOME SERVICE DEPARTMENT of 
this store, will call on you. 

He has certain interesting information to 
convey to you and it will take only & moment of your 


time. 


Any courtesy extended to his on bis call will 
be greatly appreciated by us. 





Letter sent to prospects by Vineburg’s, the card of introduction which 
identifies the salesman and the record card which carries complete 
information of each transaction. 
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GOES TO THE HOME 











When Elton S. Vineburg of Vineburg’s, Jewelers, 
in Englewood, N. J., inaugurated his “Home Service 
Department,” a plan which brought his sales repre- 
sentatives to the homes of hundreds within his 
trade zone, an innovation in watch, clock and 
jewelry repair merchandising was launched, which 
according to Mr. Vineburg has proved practical. 

He describes in this article each detail of the 
plan and how other major jewelers may successfully 
use the idea in their own communities. 
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Map showing trade zone which Vineburg’s attempt to cover in their 
“Home Service Department” sales plan. 


pieces of silverware to be engraved and since then she has 
stopped in at the store twice to make a number of other 
purchases. 

“All in all, we are thoroughly satisfied with the results 
of this campaign and mean to continue it indefinitely. We 
believe that it will take one year for us to cover the entire 
territory and by that time we can plan to start all over 
again.” 

Mr. Vineburg, in addition to accomplishing definite 
sales results through this campaign, has achieved the dif- 
ficult task of every suburban merchant in “keeping his 
customers at home.” 

The primary merchandising problem of the store sit- 
uated within easy traveling distance of a large trading 
center is to make its customers realize that the service 
it offers is in both quality of merchandise and price, the 
equivalent if not better than that offered by the metro- 
politan retailers. Once this idea is impressed, the conve- 
nience of shopping at the neighborhood store completes 
the selling job. 
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JEWELRY PLAYS ITS PART IN THE 


Style Tendencies Reported from Europe and 


Styles of the Fall 


and winter will be many and varied, according to the fore- 
cast from authentic circles received from Paris, London 
and New York. This applies to silhouette, to fabric and 
to the dominant colors. The many influences that will 
dictate what milady shall wear, resulting in effects that 
run from the extreme masculine to the most distinctly 
feminine, will give the opportunity to the intelligent wo- 
man to express her personality and individuality in her 
clothes and still be in the mode. 

This situation gives an excellent opportunity to the 
jeweler who knows his customer and her taste to cooperate 
with her in seeing that the accessories are absolutely in con- 
formity with the background which she will determine, 
and it also gives an opportunity to offer her a wide variety, 
of jewelry which he has already in stock—pieces that will 
be appropriate for the decoration of her neck, her arms, 
her gown, her hair, and even of the jewels in her muff. For, 
according to information received from the style expert of 
the National Jewelers Publicity Association in Paris, these 
accessories like the muff and the glove may show decora- 
tions in jewelry. In fact, the tendency started some months 
ago, and it is believed it will be increased. Also the new 
coiffures show jewel accents, Paris having come out flatly 
for the neat, smooth and “every-curl-in-place” type of hair 
effect that can give an opportunity for both precious metal 
and jeweled ornament. In one of the new modes, the front 
curls are held back of the ear by means of two clips, which 
in the evening are set with sparkling jewels and for the 
daytime the ornament generally takes the form of either 
gold or silver, plain or set with smoothly cut jade or coral. 








Pins and Orna- 
ments now deco- 
rate the muff 
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Expressing Personality, 


While handbags seem to run to the small, simple and 
plain style, there is still an opportunity for precious metal 
mountings where large jewels will not be appropriate, 
The pronounced flare in long gloves has given opportunity 
for the innovation in the way of a jewel, as shown in the 
illustration. 


So far as the 


silhouette is concerned, the styles seem to run to those of 
the latter part of the last century, with its large sleeves, 
Skirt lengths are unchanged now and the tendency seems 
to be to keep them about as they are. Sheath lines and 
diagonal cuts are waning and high but moderate skirt full- 
ness with front emphasis is confirmed. 

But the high neck line seems to have found favor. This 
will give an opportunity for individual expression in the use 
of brooches, clips and also in the ornaments for scarfs which 
these have brought into vogue. 

According to the reports of the U. B. P. Style Board, 
there is a tendency to show more dinner clothes and theatre 
clothes just now instead of the very informal and elaborate 
evening apparel, but whether or not this tendency will con- 
tinue through the winter season is not yet apparent. In 
fact, it will be the middle of September before we will be 
able to realize the tendency of the formal evening clothes 
that will be prominent during the winter social season. 
From present appearances, trains will be worn to some 
extent. At present some trains are shown, but not many. 

If color contrasts, now playing a prominent part, con- 
tinue in vogue, the jeweler will have a chance to show his 
knowledge in cooperating with his customers to put the 
right jewels on the combination. Just at present there 
seems to be a strong call for black with brown in second 
place and wine red, ruby and raisin colors offering the novel- 
ties which will appeal. 


Arccsting to a cable 


received from the Paris style correspondent of THE 
Jewevers’ Circuvar, Aug. 12, the general influences 
apparent are many and varied and now show a Russian 
influence as well, but this is more prominent in fur de- 
tails and hat styles. There is also an effort at revival 
of the mediaeval styles. However, a majority of the 
couturiers are now beginning to avoid the defined periods 
in style and silhouette. 

As to the waistline, some are raising it very high and 
others are lowering it an extreme which drops to the hip, 
but a compromise will undoubtedly be accepted, by the 
American buyer at least, and the skirt silhouette of the 
Fall will be much straighter, very scant and plain. Simi- 
lar lines will be seen in the heavier evening fabrics, while 
the skirts in finer evening fabrics will probably show a 
flare from the knee, or even higher up. ‘There is no 
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New FASHIONS 


America Give Opportunities for 
Says ELSIE BEE 


doubt that bodices will be very much fitted to the bust 
and the bust defined, but the beltless princess lines are 
showing a marked note in day and evening styles, with 
new straighter skirts. 

“Paris shows a slight tendency to lengthen day skirts 
and sports skirts, to 12 or 14 inches from the ground,” 
says this cable, “while extreme evening skirts run about 
five inches from the ground. Evening skirts will touch 
the ground or raise in front, but instep lengths on one 
hand and trains on the other will be seen. 

“There is now a tendency toward a reaction to high 
lustre and shiny crepe satins. Both plain velvets and laces 
will be seen. 

“As far as colors are concerned, all browns, dark bluish 
greens, wine reds, dahlia reds, purple, plum, eggplant, 
navy, slate and blue will all have their adherants and 
there will also be a considerable amount of black material 
worn for evening. ‘The colors for sport dresses will be 
particularly brilliant and afternoon dress colors predicted 
for Fall will include fuschia, black, tearose, preraphaelite 
blue and larkspur, though we may continue to see much 
gray and beige in street costumes. 

“In the formal evening dress, we may expect some new 
pinks, flame red, tearose, brown, purple, yellow, skyblue, 
white and black. What is more the Parisians look for the 
combinations of two shades of one color. This two color 
treatment in evening dresses shows some strong contrasts. 

“Day necklines incline to the high round necks, plain 
or draped or with wide round collar, some showing a 
narrow standing band; but the turtle, neck treatment, the 
pointed neck and the square neck will not be eliminated. 

“The necks of evening gowns will run to the square, 
diagonal and round. ‘There will be fewer strapped backs, 
but there will be many adjustments around the necks ex- 
posing shoulders. Some very beautiful styles show higher 
backs, while others are very decolleté. 

“Though day frocks may show leather belts, some will 
be studded with jewels and many fancy beaded evening 
belts will have jeweled buckles; in fact, buckles seem to 
be coming in in many different ways. 

“Incidentally there is a pronounced use of metal fasten- 
ers, particularly clips and slides, some taking the form of 
very fine jewels for evening wear. Galalith, glass and 
jewel buttons will also be seen in profusion. 

“One thing jewelers will have to consider is, just what 
jewelry can be appropriately used on the fur trimmed 
‘evening dress, for such there will be, but to what extent 
they will appear in the United States cannot now be 
predicted.” 


A hasty summary 
of the new styles would indicate that the jewelers will 
have an opportunity for selling clips and ornaments for the 
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New Paris Coiffures show jewel accents 


back of the gown, bar-pins and brooches for the front, and 
necklaces to some extent, the length and kind of which will 
be determined by the character of the styles selected by the 
customer and also by the color of the material chosen. 
One thing is evident, the fine jewelry made within the 
past year or so and that which is coming out at the present 
time will be generally appropriate for most if not all of 
the gowns of the fall and winter social season unless some 
radical changes, not now apparent, upset the fashion world. 


Jeweled clasps 

for the new 

gloves which have 

a pronounced 
flare 
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WHY CASH? WHY 


Does it cost less to sell for cash than on open account? 


4d 
, been telling me, 
Old Vet, that I should make every department in my 
jewelry store stand on its own feet,” declared Don Patty, 
the jeweler, “not allowing the weak departments to lean 
on the profitable ones for their existence.” 

“Exactly—if possible,” the Old Veteran nodded. 

“Then how about my credit department? My credit 
customers get all the conveniences but it’s my cash cus- 
tomers who pay the upkeep of my credit department.” 

“So?” encouraged the Old Veteran. 

“TIsn’t it moral injustice to saddle my credit losses on 
my cash customers?” Patty went on. ‘“Isn’t it true that 
jewelry is the only business in which large units are sold 
on credit without an interest charge of some kind? Why 
should I not have two prices, one for cash, one for 
credit?” 

“Now let’s see,” answered the Old Veteran. ‘You 
say your sales are about half cash, half open credit. As 
far as your customers are concerned, therefore, you run 
two kinds of store, a cash store and a credit store.” 
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“That’s an odd way of looking at it, Old Vet.” 

“But it’s true just the same. To your cash customers 
you conduct a cash store, to your credit customers, a 
credit store. And there are many arguments to the effect 
that a cash store can and should sell cheaper than a credit 
store.” 

The Old Veteran paged through his familiar note 
book. “Cash stores claim they can undersell credit stores 
because they have less bookkeeping and accounting and 
expense and no credit losses to load on their customers. 

“They argue a cash customer does less complaining. 
Having already paid for the goods he does not use his 
unpaid account as a club to force an undeserved adjust- 
ment. 

“In giving credit a jeweler is really lending the cus- 
tomer money and receiving nothing in return for that 
banking service. If you have $10,000 accounts receivable 
on your books it takes just $10,000 more capital to fi- 
nance your business. That cannot be escaped. 

“The cash stores point out that the dead beats rejoice 
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MURRAY C. FRENCH 


every time a new credit store opens. They are experts at 
opening accounts. ‘The theory that a credit store ‘owns’ 
its customers is all wrong, they claim, for those accus- 
tomed to credit usually have accounts at all the other 
credit stores too. If not they can open one with a mere 
wave of the hand. No sir, satisfaction brings customers 
back, not charge accounts. 

“Worse yet, credit even drives trade away, for if a per- 
son’s account is a little overdue he is ashamed to go into 
that store. He spends his ready cash elsewhere, letting 
his account drag along. Even when he finally pays up 
this old account he still avoids that store. It’s just as 
easy, you know, to trade somewhere else. 

“The charge customer shops all around and has ap- 
proval-sends from several stores for every purchase. The 
cash customer knows what he can spend, reads the ads 
more carefully, buys more quickly and keeps what he 
buys. According to the U. S. Department of Commerce 
the credit returns in jewelry stores are three times as 
large as the cash returns. These returns and exchanges 
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One of the most discussed questions in the 
jewelry trade has been the Cash versus Credit 
methods of conducting business. 

Old Veteran, in this article, gives the advan- 
tages and handicaps of both sides of the ques- 
tion. 

“In the long run all business must be conducted 
on the basis of the customer’s wishes, welfare and 
convenience. Both forms have a place in today’s 
scheme of retailing,” says Old Veteran. 











make a triple selling cost instead of a single one. It’s 
getting worse, for charge accounts are spoiling people. 

“A charge account is dangerous. It encourages a per- 
son to buy more things and higher priced things than he 
can afford. It tends to dull his judgment to the value of 
money. It’s so easy to buy on credit he becomes a spend- 
thrift. Living thus beyond his income he is more easily 
tempted into dishonesty. 


a houses persuade a man 
to sew up his entire income, or more for a long period, 
then if sickness or misfortune hits him they strip him of 
everything. 

“Furthermore, the cash store knows every night just 
how it stands. Its banker never makes a wry face at that 
dubious item, accounts receivable. It gets its money to- 
day for today’s sales, and reinvests that money tomorrow 
for an additional profit. 

“There, Don Patty, are the arguments your cash store 
might well flaunt in the face of your credit store.” 


“In other words,” said Patty, “the cash part of my 
business would claim it is making all the profit besides 
paying the losses of the credit part, Just what would 
the credit end of the business reply to that?” 

“Well,” answered the Old Veteran, “there must be 
some good answer, considering the fact that out of the 
1,300,000 retail stores in this country, at least 1,000,000 
of them give credit in some form or other. And the cash 
stores are usually the small, less prosperous looking ones, 
selling low grade goods to low grade trade. 

“In the first place, credit stores insist a charge account 
is a powerful bond between the store and the customer. 
They say that, except for department stores, most charge 
customers have accounts at only one store of a kind, one 
shoe store, one jewelry store, and the like. 

“And the clerical work of a credit department is noth- 
ing compared with the pulling power of a charge ac- 
count. 

“Various estimates have been made, all large, of the 
cost of getting a customer into a store. Once in the store, 
a charge account keeps him coming back. It makes him 
feel at home. It gives him a sense of security. It keeps 
the store in touch with his purchases and his needs. 

“He becomes known to the salesmen, and they to him. 
He is not skeptical, thus can be sold with less effort. His 

(Turn to page 57) 

















Sell at a Profit 


TRANGE as it may seem some 

merchants have been making 
money in the past year notwith- 
standing general and local conditions 
and they have “turned the corner” 
from Loss Street to Profit Avenue by 
having the courage to think for them- 
selves, to plan carefully, to make nec- 
essary changes to meet the conditions 
that confronted them and above all, 
to concentrate on merchandise they 
could sell at a profit. With the up- 
turn in business now apparent many 
jewelers who follow in their foot- 
steps can and will make a profit this 
year; but these men will realize that 
that net profit and not sales volume is 
the test of merchandising today. As 
a recent circular of the NCR has well 
pointed out: 


“You cannot make a profit by 
giving away merchandise—by 
cutting prices so low they fail 
to cover expenses plus a profit. 

“No one has yet sold enough 
merchandise at a loss to turn the 
loss into a profit. 

“Don’t try to meet or beat 
every price cut in town. 

“Anyone can cut prices—it 
takes a merchant to make a 
profit. 

“Price cutting has gone too 
far. Prospect of lower prices— 
is damming up buying. People 
are holding back—waiting to 
buy—until assured’ that the bot- 
tom has been reached. 

“The time has come to sell 
quality merchandise—at prices 
which will yield a profit; to ad- 
just expenses to sales volume. 
This will enable you to stay in 
business—and continue to serve 
your community.” 


Prices of all commodities are now 
on the upgrade. Replacement values 
in all lines the jeweler carries will 
continue to increase rapidly before 
the Christmas season as dealers, 
wholesalers and manufacturers realize 
the scarcity of merchandise that con- 
fronts them. Now is the time to 


~ACROSS THE 


pick up the right lines, at the right 
prices, that you can sell at a reason- 


But sell at a profit. 
¢¢ 4 


Why Diamond Stocks 
Are Low 


ITH the diamond import fig- 

ures for June available, show- 
ing a total of but $574,015, it is 
possible now to fairly estimate the 
diamond imports for the fiscal year 
ended June 30. According to THE 
Jewevers’ CircuLar figures this 


able profit. 








Jewelry Taxes in June 


Jewelry taxes collected by the Government 
for sales made by manufacturers, importers 
and producers during the nine days of June, 
after the new tax law went into effect, are 
reported to have amounted to 


$19,231.01 


which represented taxable sales totaling 
$192,310.00. 

The amount, though small, did not cause 
surprise as the bulk of the sales for June were 
made prior to June 21 (the day the law be- 
gan to operate), in order to avoid the tax. 

The figures for July, when ready, will be 
a much better index of the business done by 
the industry, though there is no doubt that 
even some business that normally would have 
come in that month was anticipated in early 
June in order that the tax thereon might be 
saved. It is probable that the figures for 
September or October will be the first that 
can be taken as a proper index of the taxable 
sales made in this industry. 








will amount to $12,814,147 of which 
the cut stones were valued at $10,- 
330,531 and the rough, $2,483,616. 

How diamond imports have, de- 
creased in the past four years is seen 
by a comparison with the figures of 
the fiscal year 1929, (which, in itself, 
showed a slight decrease from the 
normal), when the total amounted 
to $56,909,662 of which the rough 
imports were $12,223,176 and the 
cut $44,686,486. In the fiscal year 
ended June 30, 1930, the imports 
had dropped to $35,716,393 of which 
the cut was $29,348,277 and the 
rough $6,368,116. In the fiscal year 
ended June 30, 1931, these gem im- 
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ports took another drop to $24,326,- 
781 of which the cut was $18,648,. 
978 and the rough $5,677,803. Now 
that they have dropped to a total of 
less than $13,000,000, it will be seen 
that the imports of last year are 
less than 25 per cent of the normal. 

Inasmuch as even under the de- 
pression, diamonds have been sold in 
greater quantities than have been im- 
ported, and in very much greater 
quantity than imported last year, 
it is no wonder that stocks in the 
hands of our importers, cutters and 
wholesalers are lower than they have 
been during the present century. 
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Silver Holds Its Own 


HE interesting fact that silver 

consumption in the arts and in- 
dustries of the United States during 
1930-31 had remained remarkably 
near the high level established in 
1929 is prominently brought out in 
the introduction to a circular by 
Charles White Merrill, just issued 
by the Bureau of Mines. He says: 
“Undoubtedly the sharp drop in the 
price of silver was an important 
factor in supporting consumption, but 
silver’s peculiar properties and uses 
probably have been an even more com- 
pelling reason for its sustained util- 
ization.” 

In its most important use—sterling 
silverware for the table—it seem- 
ingly has most serious competition, 
said Mr. Merrill, but well estab- 
lished tradition protects the demand 
for sterling ware as does the laws 
which forbid the use of “sterling” on 
anything containing less than .925 
pure silver. 

The sterling silverware industry, 
this report points out, consumes ap- 
proximately one-third of the silver 
entering the arts and industries of 
the country. Its manufacture is re- 
sponsible for approximately one-half 
of the turnover of silver in art and 
industry. The scrap returned to 
smelters and refiners by silversmiths 
accounts for about three-fourths of 
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the silver scraps returned by indus- 
tries. 

It is interesting to note that con- 
sumption of silver for sterling flat- 
ware in 1931 as shown by the tables 
in this report, increased 28 per cent 
over that for 1930 and was greater 
than in either 1928 or 1929. Hollow- 
ware, however, showed a decrease in 
its silver requirements since 1929 and 
the silver consumption of toilet ware, 
jewelry and novelties in 1930 and 
1931 was approximately one-half of 
that used in 1928 and 1929. 

The total amount of silver pro- 
duced for our industry in 1931 is 
given in the table as 17,811,563 
ounces as compared with 15,802,124 
ounces in 1930; 19,717,925 ounces 
in 1929 and 18,418,527 ounces in 
1928. 

Next in importance to the silver- 
smithing industry which took 37.4 
per cent of the total was the photo- 
graphic industry which took 27.9 per 
cent of the total, the electroplating 
industry taking 9.8 per cent and the 
jewelry, optical goods and novelties 
industry taking 8.8 per cent. The 
total quantity of silver used by the 
last mentioned industries in 1931 was 
2,073,615 ounces. 

It is safe to say that among all 
the industries entering the jewelry 
trade, those involving silver have dis- 
tinctly held their own since 1929. 


+ ¢ ¢ 


A Scarcity of Merchandise 


HERE is a scarcity of many 

kinds of merchandise in the 
jewelry, gem and kindred industries 
such as has not existed in very 
many years. With the first resump- 
tion in business, this scarcity will be 
made manifest in every line. That it 
ts not now apparent is due solely to 
the fact that sales for many months 
past have been at a minimum and the 
amount of distressed merchandise that 
has been thrown on the market has 
not been absorbed, due to lack of buy- 
ing. But once business begins to turn 
toward the normal as it seems to have 
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Don’t Let It Come to This 





done in the past few weeks, the lack 
of available merchandise in the hands 
of importers, manufacturers and even 
wholesalers will quickly become ap- 
parent. "When the turn comes there 
will be a rush for merchandise re- 
sulting in widespread disappointment 
and complaints, also it may lead to a 
last minute artificial stimulation in 
manufacturing and importing, which 
may not be beneficial to the industry. 
For over two years, our dealers 
have been buying from hand-to-mouth ; 
our manufacturers have been making 
little more than they could sell; our 
importers, (particularly of gems) 
have been bringing in less and less 
until stocks have become so low and 
assortments depleted to an extent that 
only those buyers who have been 
looking for particular grades and 
kinds of goods can fully appreciate. 
For a year or more it has been 
wise counsel to advise careful buying 
both as to character and amount of 
the merchandise—hand-to-mouth buy- 


Al 


ing, as it were, based wholly upon 
the needs of the customer as manifest 
in the day by day sales. But the 
time has come when the real mer- 
chant must look ahead to the day 
when the customer will demand what 
he wants at once and the sale will go 
to the merchant who can meet this 
demand. The dealer who waits until 
after the upturn is in full swing be- 
fore replenishing his completely de- 
pleted stock will be in hard luck, 
and will not be able to get what he 
needs in time to take advantage of 
his sales possibilities. 

The wise man is he who will begin 
to cover his needs at present when 
prices are low, and a certain amount 
of merchandise is still available for 
immediate delivery. The procras- 
tinator on buying, will be in the posi- 
tion of Old Mother Hubbard when 
she went to the cupboard to get her 
poor dog a bone. For the market 
will be as bare as she found the cup- 
board to have been. 








Boston Welcomes Jewelry | rade 
Metropolis of New England Offers Many 


= has been 


selected as the convention city for the 27th annual meet- 
ing of the American National Retail Jewelers’ Associa- 
tion, Sept. 12-15 inclusive. The Hotel Statler will be 
convention headquarters and arrangements now well 
under way promise delegates and visitors an interesting 
and profitable time. 

In addition to the convention addresses, the Jewel 
Pageant, visits to factories of cooperating manufacturers, 
the exhibits at the convention headquarters and the oppor- 
tunity to visit the Boston Gift Show, there are so many 
points of historic interest in and about Boston that those 
who attend the convention will find their time fully 
occupied if they visit only a small proportion of them. 

So many historic scenes cluster around metropolitan 
Boston that an impression has gone abroad that the com- 
munity dwells in the memories of the past. As a matter 
of fact, Boston is the business, industrial and population 
center of New England, and the steam and electric rail- 
road mileage alone of metropolitan Boston is greater than 
that of any similar area in the Western Hemisphere and 
serves a population of about 2,000,000. 

Metropolitan Boston has over 5200 manufacturing 
plants and over 25,000 well ordered mercantile establish- 
ments. It is the shoe and leather center of the world; 
the headquarters of cotton manufacturing; it is the great- 
est wool market of the United States; it is the most up-to- 
date fish port of the world. Boston is one of the three 
great rubber manufacturing centers of America, produc- 
ing 37 per cent of the rubber shoes and 22 per cent of all 
the rubber products manufactured in the United States 
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Historic and Modern Attractions for Visitors 


and is the home of the largest safety razor manufacturing 
plant in the world. 

For those who are interested in attending the theatres 
Boston offers an excellent opportunity. Ten “legitimate” 
theatres bring the city the noted plays and stage stars 
of the country. There are also a large number of moving 
picture houses. 

A visit to the art museums will prove of interest. The 
Boston Museum of Fine Arts, Fenway Court (The 
Isabella Stewart Garner Museum), and Fogg Museum 
of Art, Harvard University, are well worth a visit. Then 
there is the Boston Public Library, Boston University, 
Northeastern, Massachusetts Institute of Technology and 
several other well known seats of learning. 

Visitors will surely want to visit the Old North 
Church, from the belfry of which on the night of April 
18, 1775, were hung lanterns which signalled Paul 
Revere that the British troops were marching to Lex- 
ington and Concord; Samuel Adams’ House; “Ye Old 
Blake House” occupied by the Dorchester Historical So- 
ciety and containing Colonial and Civil War relics; 
Bunker Hill Monument; Faneuil Hall “Cradle of 
Liberty”; Paul Revere House, oldest house in the City 
of Boston; Old South Meeting House, State House. and 
many other historic places that every visitor should see. 

If time permits a trip to nearby points of interest, 
Lexington and Concord should be included. On Lexing- 
ton Green the first skirmish of the Revolutionary War 
took place and at Concord Bridge was fired the shot, 
“heard round the world.” 

Boston has one of the finest natural harbors on the At- 
lantic Coast, equipped with modern piers, docks and 
wharves. As a shipping point to the world’s commercial 
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centers it enjoys excellent advantages as compared with 
any other American seaport, from 150 to 500 miles is saved 
by sailing from Boston to the ports of the United King- 
dom, Continental Europe and the Near East. 


The large number 
and wide distribution of open spaces in Metropolitan 
Boston contribute greatly to the attractiveness. The 
Metropolitan Park Commission administered 11,150 
acres of reservation and parkways and 91 miles of boule- 
vards in the Metropolitan Area. Revere Beach, Nan- 
tasket Beach and Nahant Beach are situated a few miles 
from the downtown district. The initial cost of the 
Metropolitan park system was over $23,000,000 and the 
annual maintenance amounts to over $1,250,000. 

Metropolitan Boston contains 156 public libraries, with 
a total of nearly 3,000,000 books. Another 3,000,000 
volumes are to be found in the college and special li- 
braries. 

Municipal Boston’s world-renowned library at Copley 
Square, with its 32 branches, has approximately 1,500,000 
volumes, and an annual circulation of nearly 4,000,000, 
more than five books apiece to every man, woman and 
child in its district. There is a library for each 24,000 
of population. The property is valued at $2,000,000,000 
and the annual maintenance of the Boston Public Library 
system costs more than $1,000,000. 

The newest addition to Boston’s extensive branch li- 
brary system is the Edward Kirstein Memorial Library 
near the center of the business district, which houses the 
first business branch library in Boston. 


Famous Clocks of Boston 


The cover design of this issue of THE JEWELERS’ Cir- 
CULAR shows the Old North Church, the Old State 
House, the Boston Customs House and the Old South 
Meeting House, all of which have clocks that are con- 
stantly consulted by the people of Boston and the many 
visitors who include these buildings of historic interest in 
their sightseeing tours. 








PLAN AND PROFIT— 


By 
L. M. CAMPBELL 


their buyers are strictly controlled; there is a limited 
amount of money which can be spent. All purchases are 
passed on by the controller and all transactions are in cash. 
This is the reason that the department store sales kept 
on going up while the jewelry sales began to fall off 
after 1926. 

Now—I want to ask you a question: If you buy an 
item for $5, to sell for $10, how long can you keep that 
article in your store before it becomes a loss to you, even 
if you finally sell it for the full price? 

This brings in the question of operating expenses. The 
Harvard Bureau gives us 39.6 per cent of net sales as 
an average figure. The village jeweler who has a very 
small rent may be able to get by with operating expenses 
of 25 per cent, but for the purposes of our discussion 
let us take 33 1/3 per cent as about the average. 

After that $5 article is in your store it costs you 33 1,/3 
per cent of the retail selling price for store expenses, when 
sold at any time. If sold the first year there is a profit 
of $1.67. If not sold, and carried in stock for one more 
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TREND OF SALES~1924-(929 
COMPARED WITH 1924 SAKES 
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7 é F often happens that i / 1054 | \ 
the retail jeweler is accused of being a poor mer- 105 | 
chant, of using only “the trial and error method” of | / | 
doing business, and when the chart showing the rise and 104 —_ 
fall of the total volume of jewelry business done in retail | / 
stores during the period 1924-29, is compared with a 
similar chart for department store sales, it would seem 103 
that the accusation is correct. In 1925, according to the / : \ me 
reports of 686 stores, the jewelry business increased 6.5 102 - 
per cent over the preceding year. In 1926 the increase | | 
was 7.7 per cent, in 1927, 5.4 per cent, in 1928, 6.4 per / 
cent and in 1929, 2.1 per cent. This is shown graphi- 101 i 
cally in the chart. F 
If we superimpose the line of increase of department 100 


1924 1925 1926 1927 1928 1929 


othe 





store sales over the same period of time it will be seen 
that although the jewelry trade led at first, the depart- 
ment store sales passed it and went right up and off the 








This chart shows the trend of jewelry sales from 1924 to 1929 


’ : 4 
chart while the j ewelry sales began to fall off after 1926. as reported by 686 stores distributed throughout the country. 
The reason for this is found in the scientific merchan- The dotted line represents the trend of department store sales 
dising methods” of the department store. First of all, over the same period 
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GUESS AND LOSE—WHICH? 


year, at the end of that time the interest cost of carrying 
the article one year must be added. It works out this 








way: 
Ist year Cost $5.00 Sold for $10.00 
33. 1/3% overhead 3.34 
Cost 5.00 8.34 
Net profit $1.66 
2nd year Cost $5.00 
Interest .60° 
5.60 Sold for $10.00 
33 1/3% overhead 3.34 
Cost 5.60 8.94 
Net profit $1.06 
3rd year Figuring same interest charges, 


etc., net profit is only 76c 
BUT—During this time your three-year-old merchan- 
dise has depreciated in style, finish, and desirability and 
your customer will not give you $10 for it now. 

You will be lucky if you get $7.50 for it and more 
likely $6 is all you will get. Figuring the same 
selling expense of 33 1/3 per cent the $7.50 sale will 
show a loss of 90 cents and the $6 sale a loss of $1.90. 
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Compare these figures on the age of stock with your own 
records. They represent the average for 152 jewelers. The 
charts were prepared by the U. S. Department of Commerce 
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Mr. Campbell, Canandaigua, N. Y., who is presi- 
dent of the New York State Retail Jewelers’ Associa- 
tion, shows in this article how a thoughtful study 
of figures can lead to a valuable understanding of 
the factors governing the profit and loss of the 
retail jeweler. He has just completed a series of 
addresses based on the survey, “Jewelry Distribution 
by Retail Jewelers.” 











Of course, a slow turn on some of the articles a 
jeweler carries is to some extent equalized by a much 
faster turn on other goods, but it is easy to see that to 
make a profit, it is necessary to maintain an average turn- 
over of once a year and twice is better. 

I’m going to tell you a true story about a platinum 
diamond dinner ring which was sold by a New York 
State jeweler for $242.50, at a net loss of $2,454.50. 
This article cost $650. The jeweler marked it $1,250 
and put it in his window. Nobody seemed to want it at 
that price, so, after letting it lie around for two years, he 
marked it down to $1,000. 


Eventually a sales expert was 
engaged by the jeweler to turn over his old stock. He 
marked the ring down to. $500. No bite. Then it went 
down to $485. Still nobody wanted the ring. At last, 
during the final week of the sale, the ring was sold for 
$242.50, and this was exactly 22 years after it had been 
bought! 

This store has operating expenses of 40 per cent so it 
actually cost them $97 to sell the ring. Money at 6 
per cent doubles itself in just 11 years, so that on that 
basis, $650 in 22 years represented a cost of $2,600. 
This, plus the $97 selling cost makes a total of $2,697. 
From this subtract the $242.50 and there is left $2,454.50 
—net loss. You can imagine what could have been done 
with that $650 if it had been invested in goods that 
turned over every year for 22 years at a profit each time. 

The managers of the five and ten cent stores in 
cities of 25,000 population are required to turn their 
merchandise 12 times annually. What would happen to 
the jeweler if he was ordered to turn his goods a mere 
three times a year? A chain store manager told me 
that on Jan. 10 of this year he received an order from 
the home office to dispose of all his automobile accessories 
by March 1, and that if there were any left by that date 
they were to be destroyed and thrown out. This may 
seem an absurd demand to make to the average jeweler, 
but when it is realized that the experts who control the 
merchandising policies of chain stores watch the market 
trends and in this case knew that after March 1 they 

(Turn to page 61) 
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READY FOR JAN EMERGENCY 


THE DPRUGGISTS OF GERMANY AS LATE AS 
THE EIGHTEENTH CENTURY KEPT ON HANDS 
A PIECE OF ZIRCON MOUNTED IN SILVER. 
TO BE USED IN CASE OF ACCIDENT TO stop 
THE FLOW OF BLOOD 





JOHN MUIR’S CLOCK 
td = => 
THE FAMOUS CLOCK OF JOHN MUIR, NOTED AMERICAN 
NATURALIST AND BXPLORER,’NOT ONLY AWOKE 
HIM IN THE MORNING BUT BUMPED 4M OUT OF 
BED AND LIGHTED HIS FIRE. IT HAS BEEN 
ae PRESENTED TO THE WISCONSIN STATE HISTORICAL 
THEY CHOSE THEM WITH CARE SOCIETY, MADISON, BY THE WISCONSIN ALUMNI 
~~ © ASSOCIATION OF NORTHERN CALIFORNIA. 
THE ROMANS (A CCORDING TO ACTUAL HISTORY) 
WERE EXCEEDINGLY FOND OF WEARING RINGS 















AND USED HEAVY RINGS FoR WIN TER, AND 
LIGHTER ONES WITH SUMMER. COSTUMES. 
THEY HAD TO BE REDUCES TO THE LAST 
STAGES OF POVERTY BEFORE DISPOSING 
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HOw TIME CHANGES TIMERS 
al w +r 
BLACKSMITHS AT ONE TIME MADE WATCHES 


\ CUMBERSOME AND INACCURATE. TODAY 
TCH MOVEMENTS ARE MADE SO SMALL 
THAT THREE CAN oe PLACED SIDE BY SIDE ON A SINGLE 
i POSTAGE STAMP. Mh ad wus bates area ARE. ACCURATE 
LY A Bl OPMENT IN 
A SPOON - SAPPHIRE MINER ne 
POONER © rt WATCHMAKING 
THE ROSPOL| SAPPHIRE ,ONE OF THE FINEST KNOWN BLUE 
GEMS, WHICH IS NOW AT THE NA‘TURAL HISTORY MUSEUM IN PARIS, WAS bDO YOU KNOW OF ANY UNUSUAL FACTS 








FOUND IN BENGAL, INDIA, BY A POOR WOODEN-SPOON MAKER. b ? 
IT MAY BE THAT VE DUGUP THE SAPPHIRE WITH ONE OF His OF INTEREST og JEWELS and JEWELRY 
OWN SPOONS. THE SAPPHIRE IS THE SEPTEMBER BIRTHSTONE, IF So SEND THEM 
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Tax Questions Divide the Industry 


Retailers Ask Ruling That Will Exclude Them from Definition of “Producer” while Importers, 


and Some Manufacturers, Insist on Their Right to Sell Under Certificate and Avoid the Tax 


During the past month, there has been considerable 
agitation in the trade in connection with the interpre- 
tation of the tax law as far as granting certificates are 
concerned and particularly in considering the retail jewel- 
er as a ‘producer’ when he combines two articles into 
a complete article without increasing the value. 

In the gem trade, an effort was first made to permit 
the giving of certificates by intermediaries or dealers, 
who, not being producers themselves, purchased from 
importers or manufacturers, articles which they could 
resell to producers. This took the form of a suggestion 
to the Commissioner of Internal Revenue to consider un- 
mounted diamonds and gems as “articles for further man- 
ufacture” and to permit.them to go from hand to hand 
either under a certificate or without a certificate until 
they become a part of the finished piece of jewelry. This 
was not accepted by the Revenue Department. 

An absolute contrary suggestion was made to the Com- 
missioner by representatives of retail jewelers to the effect 
that a diamond or a mounting ought to be considered a 
finished article and the tax be collected when sold by the 
importer. or manufacturer; also that the retailer who as- 
sembled the articles together be not considered manufac- 
turer or producer and be exempted from paying taxes, 
or making a report to the Government. 

A committee of New York retailers visited Washing- 
ton in the interest of such a proposition and it was re- 
ported that the Treasury Department was about to issue 
a T. D. that would embody some of the suggestions made 
by the retailers. 

This resulted in two meetings in New York, one early 
in the month called by G. H. Niemeyer, chairman of 
the Tax Committee and attended by manufacturers, dia- 
mond and gem importers, watch and watchcase makers, 
importers and a number of retailers, and one later, at- 
tended by manufacturers alone. 

The first meeting was held at the National Jewelers 
Board of Trade, 22 West 48th Street on Aug. 8, and 
Mr. Niemeyer, who presided, explained that the com- 
mittee had thought it necessary to call the gathering to 
explain the situation that was growing up in the trade. 
The committee realized that it did not represent a united 
trade and the chairman read the statement which he had 
issued, which was published in the August issue of THE 
JEWELERS’ CIRCULAR (page 31). 

Mr. Niemeyer explained clearly that the committee 
held itself in readiness to act for the trade in the tax 
“matter wherever the trade was unanimous. Also to fight 
for the repeal of the Act and to obtain, whenever pos- 
sible, proper and clear-cut decisions from this Depart- 
ment on matters of general trade interest. The Com- 
mittee, he said, did not hold a brief for any element in 
the trade nor did it intend to take sides in any of the 
controversies. 


THE JEWELERS’ CIRCULAR 
for September, 1932 


51 


He explained that the Committee’s action in present- 
ing to the Revenue Department the resolution that had 
been passed at a previous meeting, had been subject to mis- 
representation. “The Committee, he said, not only pre- 
sented this resolution covering the elimination of exemp- 
tion certificates on gems, but it had also presented the 
protests against any such acts. He explained what the 
retailers had been doing in Washington to get the defi- 
nition of “producer” modified to eliminate them from the 
tax and said the Committee had been informed that the 
Department now had under consideration certain changes 
in the regulations in the form of a new T.D., of which 
they had been given an outline. This was to the effect 
that the Department might consider precious and imi- 
tation stones, diamond mountings, parts of clocks and 
watches, cases, etc., as finished articles taxable when sold, 
and that putting a movement in a case or a diamond in 
a setting would not be considered manufacturing or pro- 
ducing. The T.D., he explained, might eliminate the 
use of certificates. 


A long discussion followed the chairman’s statement 
which resulted in nothing of importance. 


Mr. Rothschild explained that a T.D. such as pro- 
posed as far as the elimination of certificates was con- 
cerned, would be illegal and could be upset in the courts. 


At the end of the meeting Phineas Peters in an im- 
passioned appeal explained the position of the New York 
jewelers in demanding the changes in the regulation in 
question. 





A meeting of the diamond importers had been called 
for the following day but this was abandoned when word 
came from Washington that the proposed T.D. had been 
put up to the Secretary of the Treasury and had been 
“turned down” by him but that a new decision was in 
the course of preparation based on the regulations of 
the Act of 1917. 


Aug. 8 a number of the leading manufacturers of New- 
ark and New York met at the rooms of the National 
Jewelers Board of Trade to discuss the situation and 
a resolution passed that it was the sense of the meeting 
that the Treasury Department be informed that the 
manufacturers were opposed to any new regulations or 
decisions that would change the effect of the law as 
now carried out in so far as the certificates was con- 
cerned. 

Aug. 9 the American National Retail Jewelers Asso- 
ciation sent out a notice to the state and local officials 
affliated with it, calling attention to the fact that a 
new decision interpreting the Revenue Act was in con- 
templation, urging their members to notify Commis- 
sioner Burnet to find some way of avoiding the neces- 

(Turn to page 59) 
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SAPPHIRE—SEPTEMBER’S BIRTHSTONE 


By ROBERT M. SHIPLEY* 


Satie is a 
variety of the mineral corundum, of which ruby is the 
more valuable gem variety. “Thus the physical character- 
istics of sapphire, for the most part, are the same as those 
for ruby. These are: 

Hardness—9 ; 

T oughness—pronounced (except in laminated stones) ; 

Cleavage—parting or false cleavage occurs due to re- 
peated twinning or lamination. Cohesion between twin 
places weak in sapphire, and parting occurs similar to true 
cleavage. A sharp blow may cause parting. 

Specific gravity—4.03 (gem varieties vary from 3.93 to 
4.00 (Bauer-Schlossmacher). Sapphire is, on the whole 
lower than Ruby. 

Refraction—double 1.76. 

Dispersion—medium .018. 

Simple tests. Acid test—not attacked by either hot or 
cold acid. Heat test—infusible before the blowpipe. 
However, differing from ruby, sapphire loses its color per- 
manently when heated to a high temperature, rather than 
regaining its color as it cools. Many gems “‘lose” beauty 
of color under artificial light. Most varieties of sapphires 
hold their color and the color of Montana sapphire is im- 
proved. 

The most valuable color of sapphire is a velvety corn- 
flower blue. This color is “thicker” than that of other 
varieties, and the stones have a “sleepy” appearance. Other 
authorities describe this color as being of a “softened,” 
slightly milky quality. The other colors of sapphires—the 
yellow, the green and the orange, the purple—are also 
beautiful gems. A jeweler should have no difficulty selling 
the various colored sapphires on their own merits. It should 
not be necessary to disguise them under such occasionally 
used names as “oriental emerald,” and “oriental aquama- 
rine.” ‘These names are confusing to the public; and the 
correct names for various colors—Golden Sapphire, Al- 
mandine Sapphire, etc., are even better sales names. 

The value of the finest blue sapphire in 2 to 3 carat 
stones was, in 1930, equal to that of diamonds of the same 
size and qualities. For large stones, the price of sapphires 
was higher than diamonds. However, since the finer quali- 
ties of sapphire are more common than rubies, the price of 
fine rubies is always considerably higher. 


H. who sells 


“reconstructed” sapphires is more pitiably ignorant than 
one who sells reconstructed rubies, for the former were 
never made. The means of detecting synthetic sapphires is 
the same as those for ruby. ‘These were discussed in an 
article on ruby in the July edition of THE JEWELERS’ 
Circutar. In general they are curved structure lines and 
stratas of color in the synthetic, dichroism through the table, 
and round air bubbles rather than irregular inclusions. 
Most of the white sapphires at present offered to the trade 
are synthetics. 





*President Gemological Institute of America. 
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A\tthough Sapphire was 


the birthstone for April in most of the old lists of the Jews 
and of almost all other Caucasian peoples, it has been 
chosen by American jewelers as the gem for September. 
This choice is not, as some authorities have complained, 
totally indefensible. The sapphire has ever been known as 
the gem of autumn; its soft blues reflect the hazy autumn 
skies ; its bright oranges and yellows hold the glorious colors 
of Indian Summer. 

Sapphire in olden days was held to represent truth, sin- 
cerity and constancy. While ruby symbolizes ardent pas- 
sion, sapphire is the gem of calm and tried affection. It is, 
in all beliefs, a calm, peaceful stone; formerly it was con- 
sidered even a healing stone, particularly for diseases of 
the nerves. 


One of the most famous sapphires in the world was in 
the “coronation ring” of Edward the Confessor of Eng- 
land, who died in 1066. It was buried with him, probably 
upon his finger. Before his death it was reputed to have 
the miraculous power of curing what was known as “the 
cramp,” which included a group of diseases similar to rheu- 
matism, sciatica and their sort. The gem is of a remarkably 
fine color and is flawless. It may now be seen in the crown 
of the Tower of London, where it, together with the 
Cullinan II, is set in the King’s State Crown. 


Shee-Seebhiees are 
caused by the same three-fold striated internal structure as 
are star rubies. Most star sapphires are white to blue- 
gray ; occasionally a deeper color is found. Synthetic star 
sapphires are not manufactured. The value of various 
colors of blue asteriated stones varies the same as that of 
the unasteriated. 


Recently star sapphires have had a good sale for men’s 
ring-stones. An explanation by a gemologist of the struc- 
ture of one of these gems and how it causes the movable 
lines of light, will interest a man and often cause him to 
desire to own a beautiful exhibition of this phenomenon. 

In a similar manner, an excellent sales appeal may be 
made to a woman in regard to the fancy-colored sapphires. 
Few people realize that sapphires are ever any color than 
blue. They should be reminded of this fact by the jeweler 
who himself ignores not only their sales possibilities but 
their very existence. If the jeweler will explain to his 
women customers who appreciate beauty that these stones 
occur in every color of the spectrum, then show them some 
of the fine, deep green stones, or those of the purple yellow 
or orange hues, he should be able to create many new sales. 

Few gems rank as highly in the possession of gemological 
properties which may be used as selling points. Sapphires 
are unusually durable. They all resist scratching, and most 
of them resist easy breakage. Few colored stones have as 
high refractive power or are more brilliant. The quality 
of its dichroism adds to the beauty of the color of almost 
every variety of sapphire. 
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~Diamond Market Reviving _ 


Cables from Europe Indicate Distinct Improvement in Sales in Avediage: 


Encouraging Reports from London Jewelry Trade , * 


There is a distinct revival of confidence in the dia- 
mond trade in Antwerp as a result of a change in the 
situation manifest since the middle of August or slightly 
before, according to news dispatches recently received 
from that city. 

The New York Times, Aug. 21, contained a wire- 
less from Brussels, Belgium, of a distinctly optimistic 
character, saying that the messages from Antwerp to that 
city indicate prosperity is returning. ‘This conclusion is 
based on the old Antwerp adage, ‘““When the stone goes 
well, all goes well.” 

According to the Times report, American buyers are 
numerous in the Antwerp diamond trade and there 
is a pronounced demand for large gems and fine gems. 
Hindus also, the Times dispatch says, are visiting Bel- 
gium in large numbers this month and are buying dia- 
monds quite freely. 

The dispatch ends with the statement that the trade in 
Antwerp has not been so good in the last three years and 
that many of the cutters and dealers are wondering if 
prices should not be put up as they are now very far be- 
low those quoted before the world crisis began. 

Reports received in the New York diamond trade last 
week stated that prices in Antwerp had been advanced 10 
per cent. 


London Reports Better Business and Bright Prospects 


Lonpon, Aug. 16.—The surprising mid-summer re- 
vival of activity that has developed in the jewelry indus- 
try this side is assisting in the belief that business really is 
on the mend at last. Diamond men are exhibiting more 
confidence than they have shown for many months. ‘The 
pronounced scarcity of medium grade diamonds at the 
cutting centers coincides with the announcement that a 
number of foreign diamond buyers, including Americans, 
are arriving at Amsterdam and Antwerp. 

Holborn Viaduct anticipates better business this fall. 
Commenting on the revival of retail activity in the Lon- 
don jewelry area, local diamond merchants say that the 
finger points to the corner having been turned on the 
worst period of crisis ever experienced here. Even in the 
provinces the news is more satisfactory. Dealers say 
there is a remarkable dearth of reasonably priced medium 
and lower grade goods in Antwerp and Amsterdam mar- 
kets, noticeably in mélée and double-cut smalls, and sizes 
- up to carat stones in white and crystal colors. Owing to 
the appreciation in Dutch currency the sterling prices are 
somewhat stiffer all around. 

The improving conditions in the jewelry trade are all 
the more welcome since the first. part of the summer was 
marked by rather poor business, manufacturing jewelers 
and retailers being both in a cautious and unspeculative 
mood. The success of the War Loan conversion together 
with the practical proof forthcoming that the government 
is determined to put the national house in order has un- 
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doubtedly played its part in. getting things on the move , 
once again. 


England Legalizes 14-Karat a 


New Standard Now in Effect and Old 12K and 15K 
Standards to Be Abolished as of Oct. 1 


Lonpon, Aug. 15.—In response to the request made 
some time ago by the Goldsmiths’ Company that-a 14- 
karat gold standard be enforced here the Board of Trade 
has announced that the necessary Orders-in-Council have 
now been made and apply to all gold wares, the hall 
marking of imported plate, watch case marking and so on. ~ 
The Gold Wares (Standard of Fineness) Order sanc- 
tions 14-karat (.585) as a legal standard for gold wares, 
It takes effect from today, and abolishes the 12 and 15- © 
karat standards as from Oct. 1. Two other Orders pro-- . 
vide for imported gold wares and watch cases in this ‘way. 

The industry is well satisfied to get this legalized defini- 
tion, especially the manufacturing section. The 14-karat 
standard for gold wares is recognized internationally and 
it is believed the new standard will substantially stimulate. 
business in British-made gold wares in markets abroad. 
In applying for the changéd. standard the Goldsmith’s 
Company, of course, was*representing the trading organi- 
zations of this country. 


Men Charged with Stealing $250,000 Worth of 
Diamonds from the Mail Acquitted at 
Cape Town, South Africa 


A report from Cape. Town, U. of S. A., received last 
week stated that the government’s case against the men 
charged with the largest diamond robbery in many years 
had fallen down. ‘The two defendants, Smith and Sieff, 
according to the report, were acquitted Aug. 8 of the 
charge of stealing diamonds worth £53,425 from the Bit- 
terfontein Post Office in the Namaqualand. The case 
has been of sensational interest in South Africa and, .in 
fact, has been followed throughout the diamond:trade- all 
over the world. 

According to the report of the Reuter news agency, the 
prosecution alleged that the robbery had been planned 
with the greatest skill, aeroplanes were to have been used 
to bring the loot part of the way to Cape Town, and Cay- 
enne pepper had been strewn over the ground. in the 
vicinity of the post office so as to throw the police-dogs off 
the scent. It was only after 10 months that the police 
were able to trace the missing diamonds. 

The trial lasted 10 days and was bitterly fought. The 
prosecution used as its chief witness a man named Kotz 
who had confessed and turned King’s evidence, implicat- 
ing the other two. But the judge, in his summing up, 
denounced this witness, referring to him as a’rogue and 
also as as illicit diamond buyer. 
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Why Cash?—Why Credit? 
(From page 39) 


friendship removes even the slightest temptation to stretch 
the truth. 

“Not being compelled to pay cash on the spot, he buys 
more and better merchandise. This better grade jewelry 
is certain to satisfy him more completely and to keep him 
interested in still more jewelry. 

“But if the cash customer hasn’t the money in his 
pocket he must walk out and hunt cheaper jewelry else- 
where. Or else send it out C.O.D., refusing it if he 
happens to change his mind. 

“You see, Don, the charge customer, because he buys 
better goods, is automatically the more profitable cus- 
tomer, for once he is in the store, there is little difference 
in the actual expense of making a large sale or a small 
one. 

“But a cash customer is anybody’s customer. He must 
be ‘pulled in’ every time, while a charge customer just 
naturally looks to his charge account store for all his 
needs in its line. It becomes a habit and to a great ex- 
tent he becomes shock-proof to the advertising or induce- 
ments of competitors. 

“In fact many credit stores even go so far as to insist 
the pulling power of charge accounts is so great it actually 
reduces the cost of doing business below that of a cash 
store. 

Anything that creates volume lowers expense. Look- 
ing at it that way, they claim if there is a difference in 
price, the cash price should be higher.” 

“Preposterous, Old Vet!” 


“You say your volume is about half cash, half credit. 
That means you have spent three or four times as much 
actual effort to make those cash sales as you did the credit 
sales. It’s the little items that sell for cash, the big ones 
on credit. The little ones make the work, the big ones 
pay the profit. Credit is one of the services better grade 
customers expect nowadays. If you should stop adver- 
tising your cash sales would drop off first, your credit 
sales would continue. 

“Losses? In a store like yours they seldom exceed one 
per cent of the sales. If you had no credit sales you 
would have to increase your advertising far more than 
that to produce the same volume. 

“Most credit men really insist that buying on credit 
stimulates thrift and promotes a habit of promptness. If 
a man knows he must pay $100 around the middle of next 
month he is much more likely to have that hundred ready 
then than if he were simply putting it in a savings ac- 
count. 

“The necessity of paying and keeping his credit good 
makes him work harder and makes a better man of him. 
Then when he comes in to pay you have an excellent 
chance to sell him something else. 

“Another point. No list of names in the world is as 
productive a mailing list as your charge accounts. Of 
course you get the names of your cash customers too when 
you can. But it’s the charge customers who show the 
big response when a mailing is sent out. A cash list is 
bound to have much dead wood in it, while one glance 
at a charge account tells you just how live it is. 

“And complaints—really, Don, the progressive jeweler 
welcomes a complaint and the opportunity it gives to 
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STAR SAPPHIRES 


For your, or your custom- 

















DIAMONDS 


We are prepared at any time to cooperate with you on your 
calls for Emerald-cut and Marquise Diamonds, Precious 


Stones and Pearls. 


ers approval, we will be 
pleased to submit a selec- 
tion of Star Sapphires in 
Ladies’ or Men's Rings and 
in Cuff Links. A large stock 
of Unmounted Stones on 


hand for all your needs. 





Fancy-Shaped Diamonds 





GEMS OF 
THE MODE 


JEROME RICHHEIMER 


608 Fifth Avenue 
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Sapphires - Rubies 
Cat’s-eyes 


New York 
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ADMIRED 


AND 
DESIRED 


FOR THEIR 


ALLURING LOVELINESS 


M | Kl Mi OTO PE Al LS 


enuune Pets Cuttivaled 


Leading jewelers everywhere are featuring 








Mikimoto Pearlk—Genuine Pearls Culti- 


vated, 


Their beauty—lustre—sheen, create that 
pride of possession desired by so many 
women who find joy in the beautiful. Alert 
jewelers are experiencing a brisk demand 
for Mikimoto Pearls. They can now serve 
their pearl preference patrons within a price 


range that is really surprising. 





If not convenient to visit our office—we will ts Wenein dt eis 
to Their Majesties 


of Japan 


gladly send a selection. wy 
K M | K | M () 7 () Los Angeles Branch 
' : ots 649 South Olive St. 


S551 FIFTH AVE., NEW YORK 
Head Office: GINZA, TOKIO 
BRANCHES: 


KOBE LONDON PARIS BOMBAY 














cement a friendship. His greatest fear is that the disap- 
pointed customer will not come back but will swallow his 
grudge, and trade elsewhere.” 





Tax Questions Divide Industry 
(From page 51) 


sity of collecting the tax from a large number of re- 

It suggested a ruling along these lines. 

“The act of assembling two articles or parts of 
articles into a complete article shall not be con- 
sidered manufacturing or producing within the 
meaning of the Act.” 

The circular of the American National Retail Jewel- 
ers Association urged that jewelers all over wire the 
Department and to get other merchants who are equally 
interested, such as, department stores, to do the same. 

Maurice J. Schless of Schless-Harwood Co., manufac- 
turing jewelers of 2 West 46th St., prepared a most illumi- 
nating brief on the subject of what is a “producer,” tak- 
ing as his thesis that a producer is one who purchases un- 
finished articles or parts and finishes them in accordance 
with his own ideas, either in combination with other ma- 
terial or by inserting additional labor, but in every case 
enhancing the combined value of the different units in the 
finished product. 

The substance of this memorandum to distinguish be- 
tween the “assembler” and the “‘producer” was submitted 
to the Revenue Department on behalf of the retail jewelers 
with the plea that the Department follow this definition 
and rule that the ‘“‘assembler” was not to be classed as a 
“producer” under the tax law. 

Under Mr. Schless’ definition, if worked out, the dealer 
who assembled two or more completed units on which the 
tax should be paid by the importer or manufacturer there- 
of, would not be accountable for the tax but this would 
have to be paid by the manufacturers of the units which 
he assembles and to which he adds no value by his work. 


tailers. 





Manufacturers Protest Ruling That Includes Bracelets 
as Parts of Watches 


WasuincTon, D. C., Aug. 24.—The Commissioner of Internal 
Revenue is just in receipt of a strong protest from about 25 
manufacturing jewelers of New England urging him to rescind 
the recent ruling of Deputy Commissioner Estes which held 
that wrist watch bracelets are taxable as parts for watches and 
are therefore taxable as such when sold by the manufacturer, 
prod: er or importer for more than 9 cents each. This ruling 
included leather straps for wrist watches. 

The brief of protest which was signed by the Hadley Co. of 
Providence, the Gemex Co. of Newark, Edward O. Otis, Execu- 
tive Secretary of the New England Manufacturing Jewelers’ 
& Silversmiths’ Association and Congressman Joseph W. Mar- 
tin, Jr., of the 15th Massachusetts District, was presented by the 
last named and stresses the fact that Commissioner Estes’ deci- 
sion is: 

I. Contrary to a reasonable definition of the language of 
the law. 


II. Contrary to the intent of the Congress. 
III. Is discriminatory. 


IV. It reverses the precedent set by the Treasury Depart- 
ment in the tariff classification, and, 

V. If sustained, will jeopardize the very existence of the 
manufacturers who produce and who make more than 
90 per cent of the watch bracelets produced in the 
United States. 
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The Star Sapphire 


GEMS OF FASCINATION 
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Ls ere See 


LOUIS N. MAR 


Tel. MURRAY HILL 2-8838 


551 FIFTH AVE. 
NEW YORK 


























CA new mark- 


for a distinguished line 
Sd 
Enamelled Dresser Sets 
Cigarette Cases and 
Compacts 


HIGHEST QUALITY 
NEW LOW PRICES 


ELGIN AMERICAN 


MANUFACTURING COMPANY 
ELGIN, ILLINOIS 
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NEW SALES-TOOLS 
FOR 


DIAMOND SELLING 


As a result of numerous requests, 
Robert M. Shipley, F.G.A., has prepared especially 


A SHORT COURSE 


—MDSE. G. 51 BUYING AND SELLING 
DIAMONDS 


A merchandising course with a solid scientific back- 
ground. Does not prepare for certificate nor Member- 
ship in the Gemological Society. 


The Diamond 


Its mineralogical and historical background. 





Discoveries, sources and mining methods. 





Its properties as ‘‘sales-tools.’” 


Cutting operations and proper proportions. 





Color grades and how to judge them. 


Imperfections, their nature and detection. 





Loupes and other testing instruments. 


The ‘‘blue white perfect diamond’’ peril. 





The Syndicate and diamonds as investments. 





Displaying and publicizing diamonds. 





Selling diamonds upon artistic merit. 





Famous diamonds and their value as publicity. 





Creating diamond conscious communities. 
A working chart of diamond ‘‘sales-tools.’’ 


Three or six months’ course—I. E. weekly or semi- 
monthly assignments—ready September 15th. 


INTRODUCTORY PRICE 


Including 15 assignments and lectures, maps, photo- 
graphs, testing instruments, grading of Questionnaires. 
First 30 enrollments $18.50 cash, regular price $35.00. 
Now complete scientific course. 


ONE YEAR COURSE 
G. 2A—Diamonds. 42 Weekly Assignments 


Leads to certificate as Gemologist. 
Introductory Price $72.00. 


A NEW BOOK ON DIAMONDS 


BY A MEMBER OF OUR ADVISORY BOARD 


The most com- 


-. LIQUIDATE. 
THOSE FROZEN ASSETS 





Let me make your collections 
from credit customers who 
have moved to New York City 
or vicinity. 


Long experience with some of 
the largest retail credit jewel- 
ers in the country insures 
prompt, satisfactory service. 


Personal Contact in collecting 
money or pulling merchan- 
dise. Excellent references. 
No charge unless results are 
obtained. 
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MILTON KRAMER - 


26 COURT ST. 
BROOKLYN, N. Y. 








Polish Semi-Precious Stones 


Save Time and Money 


For instructions on polishing cabochons read my book- 
let “The Working of Semi-precious Stones”. ..Price $1.00 
Dixon-Howard No. 2 Faceting tool for polishing faceted 
stones. Adaptable to ordinary bench grinder. Price $25.00 
The only supplies required are: 


DN iii Casas ci tsas ei tacwena ewes $4.00 
IRIN sino naive D acisin< asin de casenenwen $6.00 
A Re ONIBE ov iio sv vi ciscessevnssseesoees $1.25 
1 Ib—Polishing powder ...........c.cccccccccees $1.00 
Instructions are free to purchasers of the tool. 

J. H. HOWARD 


504 Crescent Ave. Greenville, S. C. 








“The Genesis of | 


the Diamond,” 
by Alpheus F. 
Williams, retir- 
ing General 
Manager of De 
Beers Mining 
Co. 





plete scientific 
work on dia- 
monds in En- 
glish. Hun- 
dreds of plates, 
many in color. 
The 2 Volumes 
—$20.00. 


BOOK DEPARTMENT 


NEW AND OUT OF PRINT BOOKS ON GEMS. 


Gemological Institute of America 


© 


3511 West 6th Street 
LOS ANGELES © 

















Daniel Leker 


MANUFACTURING JEWELER 
FORMERLY 
C. V. DOUGHERTY CO., INC. 


7-11 W. 45th ST. 
NEW YORK CITY 


SEED PEARL JEWELRY 


SPECIALIZING IN REMODELING 
AND SPECIAL ORDER WORK. 
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Plan and Profit—Guess and Lose—Which? 
(From page 45) 


would be able to buy automobile accessories at 40. per 
cent less than the purchase cost of the accessories which 
the dealer had in stock and they wanted that money free 
to buy new goods with. 

I do a fair business for a jewelry store in a town of 
7500. In 1931 I turned my merchandise twice. It can 
be done, but it requires careful buying and a close watch 
for shelf-warmers. About 70 per cent of my customers 
are farmers. 

One day last winter one of the men with a farm out 
in the country came into the store and bought a watch 
for his wife. I gave him a 1930 model of an American 
made watch, which was conservative in style, for $50. 
It was an exceptional value at that price. The next day 
a blizzard blew up and five days later in walked my 
customer, laying the watch on the counter. 

“She won’t have it,” he said. “She wants a baguette!” 

Let me impress upon you that nowadays you can’t palm 
off old merchandise or goods that are out of style at full 
price and get away with it. That man bought a baguette 
watch and paid me $7.50 more. The radio and the 
national publications made that farmer’s wife demand a 
baguette, even if she was 54 years old and 11 miles from 
the nearest postoffice. You can’t sell them old styles. 

I never run sales, but periodically, when there is some 
cleaning up to do, I do it on Dollar Days, semi-annually. 
When preparing for these days I take a physical inven- 
tory and mark down old goods right and left. Although 
I believe implicitly in the value of perpetual inventory, I 
simply haven’t the time to devote to the bookkeeping 
which it involves so I do the next best thing. I-keep a 
record of the purchase date on the price tag of each article 
in the store, using a simple code in which A, B, C and 
D stand for January, February, March, April, etc., 
respectively, and 0, 1, 2, 3, for 1930, 1931, 1932, 1933, 
and so on. If an item was purchased in February, 1930, 
I mark it BO/1309, the last figure being the stock num- 
ber or cost price in code. 

On Dollar Days I take many articles in which the 
style element enters greatly, having tags with (1) marked 
on them, indicating they were bought in 1931, and mark 
them half price or less. Items marked with (0) showing 
that they were purchased in 1930 have already been 
marked down at the last Dollar Day and so I reduce the 
price again until they will sell quickly, forgetting the orig- 
inal cost entirely. If they don’t sell then, I wrap them in 
with other purchases made on Dollar Days, and they go 
to the first hundred customers as a little present, without 
their knowing what it is until they get home. I did away 
in this way with 100 sterling bar pins that wouldn’t sell. 
I bought a gross of them instead of a dozen. 

I spend three per cent of my annual net sales for ad- 
vertising. This amount is divided between direct mail, 
- the Canandaigua daily paper and a local rural weekly 
which reaches all the outlying districts, as far as 25 miles 
away. That is where my business lies, as it is unfor- 
tunately true that a lot of the residents of Canandaigua 
go to Rochester, about 40 minutes by car, to buy their 
jewelry and silver. 

Summing it up the jeweler of today must be more 
of a merchant and less of a collector; don’t run a museum 
—you’ll have to have an endowment if you do! 
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INQUIRIES ..... 
and ORDERS 


BOTH RECEIVE PROMPT 
ATTENTION IN OUR 


SPECIAL ORDER 
DEPARTMENT 


DEPENDABLE WORKMANSHIP 


CARTER, GOUGH & CO. 


PARK and MULBERRY STREETS 
NEWARK, N. J. 











GENUINE 


CULTURED PEARLS 


DIRECT FROM FISHERIES 


Largest assortment—the best obtainable qualities— 
at competitive prices. 





GENUINE ZIRCONS 
STAR SAPPHIRES 
ORIENTAL SAPPHIRES 
RUBIES—EMERALDS 


PAPAZIAN BROTHERS 


DIRECT IMPORTERS 


580—5Sth Ave. New York City 


Antwerp: 26 Rue des Fortifications 
BRANCH OFFICES: 


Kebe, Bangkok, Bombay, Colombo, Singapore, Hong Kong, 
Shanghai 
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August 13, 1932 


10¢ in 











Collier’s and Saturday Evening Post 
will carry the welcome sales-stimulating news of 


the LOWEST PRICES in GENERATIONS on 


PRINCESS PATRICIA and EDGEWORTH 
GORHAM STERLING PATTERNS 
to 5,105,520 prospects 


Now Formerly 
New m 26 piece sets ........... 837.00... $57.10 
Sp ecial ~: 38 piece sets ............... 03-00... 77.50 
Prices 50 piece sets ........... 68.51... 100.51 


New, handsome, compact, durable 26 pc. chest, $5.00 value 
$2.50 advertised to the consumer for October only. 


Among these millions of readers are thousands of prospects who will quickly 
spend hundreds of dollars to acquire sterling of known quality. Note that the 
prices are not merely lowered on the pieces in the advertised sets but each item 
in both patterns is lowered proportionately in price. Secure these initial orders 
and the assured fill-in business which inevitably follows by ordering ample 
stocks and complete dealer helps direct or through our representatives. 


WRITE NOW — RICHT NOW. 


- GORHAM > 


X 





=¢ acop 





Canada — 6 
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An attractive window used by the C. A. Schnack Jewelry Co., Alexandria, La. 


A Silverware Window Displa 


that Resulted in Increased 


=_— a fine window 
display of silverware makes them stop, look and purchase 
the C. A. Schnack Jewelry Co., Alexandria, La., uses this 
method of promoting sales to excellent advantage. The 
inborn pride in the possession of high grade silverware is 
an added incentive to purchase and at Schnack’s this fact 
is capitalized in promoting sales. 

Hollow and flatware patterns are always given their 
full share of window advertising and the store is equipped 
with modern side wall cases which present the carefully 
selected patterns to the best advantage. 

In advertising silverware the concern in its newspaper 
and direct mail copy stresses the desirability of possessing 
fine silver which can be handed down from generation to 
generation and the window displays are arranged to aid 
the advertising campaigns by including articles mentioned 
and illustrated in the advertisements. Personal letters to 
a carefully selected mailing list also help to center atten- 
tion on the latest patterns and thus increase sales. 
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Sales 


Special effort is always made during the fall selling sea- 
son to attract the attention of prospective brides to the 
silverware department and a careful list is kept of sales 
giving the bride’s name, the pattern selected and the num- 
ber and kind of articles chosen. ‘This list proves helpful 
in making future sales and prevents duplication of articles. 

It has been found that a properly set table using silver 
and glassware attracts much attention from women cus- 
tomers and promotes sales. Advertising such special 
events is desirable. 

There are so many articles of silverware suitable as 
trophies for athletic sports that no jeweler should neglect 
this opportunity to build business. By keeping in touch 
with athletic directors and other sportsmen and by sug- 
gesting appropriate selections for such events new friends 
are made and excellent advertising obtained. The trophies 
for local events are always of interest and when displayed 
with photographs of winning teams are sure to attract 
attention. 
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Lovely LOTUS 





These Patterns in Watson 
Sterling now available at 
exceedingly attractive prices 


The Marlborough 
The Rochambeau 
The Navarre 





renee 





‘CONSIDER for instance, the interesting design, superb 


craftsmanship, superior weight and smartness of this LOTUS 
coffee set. It exemplifies THE EXTRA SELLING-POWER 
of WATSON STERLING. 


Tested and proved through difficult months of competitive sell- 
ing conditions, the un-abated quality, originality and smartness 
of Watson Sterling has won greater reputation than ever — not 
only for selling-power but for selling with adequate retail profit. 
Many of the nation’s leading jewelers who keep accurate stock- 
control and sales records have evidence of this. WE HAVE 
EVIDENCE OF IT IN THEIR RE-ORDERS. Examine your 
stock of Watson-mark Sterling today. Re-order first the mer- 
chandise that sells best with profit. More than ever, sustained 
Watson-quality is sustaining retail sales. 


THE WATSON COMPANY 


22 Watson Park, Attleboro, Mass. 


New York City Chicago Los Angeles 
347 Fifth Ave. 37 So. Wabash Ave. 643 So. Olive St. 


ge WW #5 


TRADE MARE 


Watson Sterling 

















Waterbury Clock Co. Continues Business Under 
Temporary Receivership 


WatTERBURY, Conn., Aug. 20.—In order to preserve 
its assets and to insure its continuance as a going con- 
cern, the stockholders of the Waterbury Clock Co., 
last week, decided on a receivership. 

An application to Judge McEvoy in the Superior 
Court was granted, Aug. 19, under which a receiver was 
appointed both for the Waterbury company and its sub- 
sidiaries, the stockholders applying therefor representing 
more than 50 per cent of the capital. Langdon H. Roper, 
former president, and L. Allen Osborne, Jr., former 
treasurer of the corporation, were appointed as receivers 
so the management of the company continues unchanged. 

It is the general expression of those in touch with the 
concern’s affairs that the step taken was for the best 
interest of stockholders, the employees and the customers 
of the company as it will insure the carrying of the busi- 
ness, whereas had it not been taken it might probably 
have been necessary to close down at once. As soon as 
business picks up, it is believed that the receivership will 
be terminated. 

The order of Judge McEvoy permits the operation of 
the corporation by the receivers who have been author- 
ized to borrow $500,000 for this purpose, and on Aug. 
17 about 400 employees were called back to work, bring- 
ing the total on the payroll to about 1500. The man- 
agement announced a new schedule by which all em- 
ployees will work 514 days a week instead of two or 
three. It is hoped that 1000 more men will be added to 
the payroll within a month. 





It is stated that the corporation has sufficient orders 
on hand to warrant the continuance of the business for a. 
number of months and that the action of the stockholders 
was prompted not so much by lack of business as by in- 
ability to obtain funds to fianance the business on hand. 

The receivership order is returnable to the Superior 
Court the first Tuesday in September and a hearing to 
make. the temporary receivers permanent will be held 
Sept. 16. 

The Waterbury Clock Co., one of the most prominent 
in the industry, is capitalized at $4,000,000. Its factory 
here takes up an entire square block while in addition it 
owns a case factory and the former New England Watch 
Company’s factory. 





Southern Minnesota Jewelers’ Guild 


ALBERT Lea, Minn.—Forty retail jewelers represent- 
ing 12 nearby towns and cities in southern Minnesota met 
Aug. 16 at the Hotel Albert to form the Southern Minne- 
sota Jewelers’ Guild and to discuss problems pertaining 
to their business. 

John Geist of St. Paul, president of the State Jewelers’ 
Association, was present and acted as chairman pending 
the preliminary organization. 

The president is to serve only from one meeting until 
the next one. The host city jewelers are asked to pay 
the expenses of each meeting. 

J. S. R. Scovile of Austin was selected president. E. C. 
Beadell of Austin secretary. The next meeting will be 
held at Austin in November, the exact date to be set by 
the president. 
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KETTLE NO. 3049 


NEW YORK 
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CURRIER & ROBY 


COMMERCIAL HOLLOWWARE 


THE SEASON 








Expert Silversmiths 


a & 


FINE HOLLOWWARE 


REPRODUCTIONS 
CUSTOM WORK 
SPECIAL ORDERS 
REPAIRING 
ANCIENT SILVER 


217 EAST 38th ST. 





66 





THE JEWELERS’ CIRCULAR September, 1932 































AMERICAN DIRECTOIRE 
Treasure 


(TRADE Be MARK 


STERLING 925/1000 FINE 
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Correct Styling— 


a part of successful selling... 


Says House Beautiful in their “Monthly Trade Index” 
for September, 1932: 


“Sustained interest in Nineteenth-Century deco- 
ration is reflected in the increasing number of 
new reproductions and adaptations. Formal 
Directoire and Empire designs are being accu- 
rately reproduced or adapted to modern needs.” 


Being keenly alert at all times to every decorative style 
movement, Rogers, Lunt & Bowlen three years ago 
sensed the coming trend and started work on a Directoire 
style pattern of Sterling Tableware. 


The result: the AMERICAN DIRECTOIRE pattern was 
placed on the market July, 1931, as 19th century styles . 
commenced to show their importance. To-day, the 
American Directoire pattern is obtaining wide favor, 
with sales constantly increasing. 


An example of the practical, logical value of their policy 
of planned design and planned consumer-selling. 


ROGERS, LUNT & BOWLEN - Greenfield, Mass 

















MERCHANDISE MARKET 


New Chelsea Clock Catalogue 


The Chelsea Clock Co., Boston, has issued an attractive book- 
let illustrating and describing its various models of ship’s bell, 
non-strike, spring movement and electric clocks. The catalogue 
is 834 by 6 inches and is bound in flexible blue covers. It also 
includes a new price list. 





The New Coronet Silverware Pattern 


Rogers, Lunt & Bowlen Co. has produced a very striking 
piece of advertising devoted to the merits of “Coronet,” a new 
and smart pattern in fine sterling table ware. The illustrations 
showing the use of the silverware in the modern home are 
excellent and the production is a fine example of artistic work- 
manship worthy of the new sterling pattern. 


Gorham Kiddie Silver 


The Gorham Co. has produced a set of three pieces to help 
exhibit sterling kiddie silverware in an attractive fashion. They 
are the new Cadet Displays, in dress parade colors, and hold 
two child’s cups, one straight handle spoon or fork and two 
bent handle spoons. These three soldiers are sold to jewelers 
at half the production costs when they buy the five pieces which 
the soldiers hold. 


“Pepsal” the New Salt and Pepper Cellar 


The Imperial Metal Manufacturing Corp., Long Island City, 
New York, is offering to the trade the new “Pepsal”’ modern 
salt and pepper cellar. An air tight construction prevents 
moisture and assures cleanliness and sanitation. There is no 
clogging, sticking or sudden overflow. The contents are sealed 
in glass vials. Pepsal is easy to refill and will not spill when 
tipped over. In addition to pewter Pepsal also comes in colors 
to blend with any table setting. 


A Novelty Key Ring 


One of the distinct novelties in men’s jewelry of the present 
season is the “Gravity” key ring and chain just introduced by 
Stametal, Inc., 116 John St., New York. In this, the key used 
most frequently is at the end of the chain and those used less 
frequently on the ring, which slides, permitting the former to 
be always ready and in its proper place. The ring is made for 
use with both formal and informal dress, in sterling silver and 
silver plate. It is the invention of S. Lippstadt, the president 
of the company and made under his Patent No. 1,866,216. 


Seal-Brite Anti-Tarnish Chest 


A new and important factor enters the field of retail silver- 
ware selling with the introduction of the Seal-Brite Anti-Tar- 
nish Chest. This chest seems to overcome old disadvantages 
and to offer additional selling values as well. It is a creation 
of Oneida Community, Limited. The entire lining of the chest 
consists of a fabric especially treated, by a process for which 
patent has been applied, that, it is asserted, neutralizes the 
elements in the air which create tarnish. Another anti-tarnish 
quality of this chest is a special construction by which, when 
the chest is closed, it becomes practically sealed against the 
passage of air to the silverware. A third feature is the racking 
which allows for extra pieces. 


1847 Rogers Bros. Window Display Contest 


The second annual 1847 Rogers Bros. window display contest 
which starts this year on Sept. 10 and ends Oct. 1, will attract 
unusual attention from retail jewelers throughout the country. 
Any dealer handling 1847 Rogers Bros. silverplate is eligible 
to enter and the display must feature this silverware. The dis- 
“play must appear during part or all of the three weeks’ period. 
Contestants must supply photographs of window displays and 
all photographs must be received before midnight Oct. 15. A 
total of $1,800 will be divided into three groups of 14 prizes 
each, a total of 42 prizes in all. The judges are, Miss Virginia 
Hamill, display specialist; Walter C. Krause, the Ralph H. 
Jones Co. Advertising Agency, and P. M. Fahrendorf, general 
manager of THE JEWELERS CIRCULAR. Sept. 10 to Oct. 1 are 
also the dates of the 1847 Rogers Bros. Viande Trade-in Sale. 
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CANDO 
Silver Polish 


Famous for 67 years 
as the quality polish 
for silver and fine 
metals. Ask for trade 
prices now. 


WRITE TODAY 
for samples, 
specimen labels 
and other in- 
formation. 
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Smart! 


Bright, colorful, appeal- 
ing, are the labels on 
this new Silver Polish 
—with YOUR NAME 
on them. There are sev- 
eral smart designs to 
choose from—all of 
which have real sales 
appeal. 


The polish—a creamy, 
pink paste—is one of 
the finest on the market 
— Cando-made—Cando- 
guaranteed. Investigate 
the opportunities for 
extra sales—extra prof- 
its—and extra prestige 
with this—YOUR OWN 
BRAND silver polish! 


THE CANDO CORPORATION 


Established 1865 
CAMBRIDGE, MASS. 
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ee SILVER 


N KE Ww FRENCH ENAMEL 
SALES IDEAS 


Novelties 
Boudoir Sets 
Jewelry and 
Oddments 


Fashioned from Sterling Silver, they have a 
fundamental appeal for people of sensitive taste. 
Smart and original in design, they have a popu- 
lar temptation-appeal for all. 

Finished with all the extra-values of Watson 
craftsmanship, they have extra selling-power! 


Send for latest 


illustrated Price Lists 


we B% 


WATSON 
§BRIGGSG 


Successors to The Thomae Company 


22 WATSON PARK, ATTLEBORO, MASS. 


NEW YORK—347 Fifth Avenue. 


CHICAGO 
37 S. Wabash Ave. 


LOS ANGELES 
605 West 7th St. 
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“Your Jewels and Mine” 


“Your Jewels and Mine” is the title of a 
twenty-page copyrighted booklet which represents 
one of the strongest and most unusual pieces of 
advertising pertaining to Jewelry advocating the 
buying of jewels for investment. In preparing 
this book we have read every page of the books 
of the Old Testament and the New Testament 
which form the complete Bible and from these 
books we have taken every single reference to 
diamonds and precious stones. 


These references are legion, being proof 
conclusive that man has prized jewels as in- 
vestment for nearly six thousand years. 


Every jeweler in America is, so to speak, on 
the spot. Those who are left have a terrific battle 
ahead to regain the confidence of the general 
public which has been shaken and almost lost by 
the hysterical liquidation of the past three years. 


The most vital factor in the entire jewelry in- 
dustry is public confidence. The proper distribu- 
tion of this book, “Your Jewels and Mine,” will 
help to restore it. The facts remain that jewel 
values have stood up better than other commodi- 
ties and while jewels are at a new and lower level 
they have been so much better off than stocks and 
bonds, that there is little comparison. 


Interesting features: 


The double page center spread statistical 
graph depicts the decline of stocks since the 
height of the 1929 boom, and in no uncertain 
terms contrasts these declines with the value 
of jewels. 


The two-page introduction shows the com- 
parative youth and relative inexperience of 
many of the industries listed on the big 
boards, many of which are only 15 or 20 
years of age with the almost 6,000 years of 
history behind diamonds and precious stones. 


The latter pages advise purchase of jewels 
at the present price levels showing how 
forced liquidation of stocks has brought about 
a unique buying opportunity. 


This booklet 234 x 6% inches in size is 
printed on fine paper, with an attractive 
cover on which can be imprinted the retail 
jeweler’s name and address. You can use 
no advertising that will be more effective in 
building good will for yourself and re-estab- 
lish confidence of the consuming public in 
gems, than the distribution of “Your Jewels 
and Mine.”* 


Attractive prices on quantities with imprint of 
jeweler’s name and address supplied on request. 


Enclose 25c. in stamps or silver for a single copy. 


WARREN PIPER 


31 NORTH STATE ST. 
CHICAGO, ILL. 


*Copyrighted 


ewer eee 





CIRCULAR September, 1932 





ee ee 


Something New for Jewelers j 
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SWEETHEART’S EYE RING! 


THE LATEST FAD FROM PARIS 
VERY POPULAR! 
Mounted in Sterling Silver 








Brown 
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Blue 
Hazel Gray 





Just select the color to match Friend’s eye! 
SOLD THROUGH YOUR JOBBER 
M’F’D BY 


F. H. NOBLE & CO.—cHICAGO 
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Railway Express Service 


Is Ideal for 
Shipments of Jewelry 


because it is 
FAST—Service on fast Passenger or Special 
Express trains. 


DEPENDABLE— Over ninety years’ experience 
in handling Valuable Shipments. We give 
and take receipts. Safes used for protec- 
tion enroute. 


CONVENIENT—Shipments called for and de- 
livered in all principal cities and towns 
(within prescribed limits). 


ECONOMICAL—Regular charges include com- 


plete service. No extra charge for value up 
to $50.00 per shipment of 100 Ibs. or less. 


Shipper is not required 
to declare full value. 


TELEPHONE— 
RAILWAY EXPRESS AGENCY 


to 


Call for Your Shipments 
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Ideal for 
Gifts 
Bridge Prizes, 
Picnics, 
Travelling. 


Made in various 

colors to harmo- 

nize with table 
decorations. 





She Slew 





e TO RETAIL AT $1.00 e 








Ingenious and 
Easy to Use 


A finger’s touch releases 
. salt or pepper as needed, 
with no danger of deposit- 
ing a sudden avalanche of 
seasoning on the food. 

To refill, as shown, pull 
out valves in bottom, pour 
in dry salt at white valve, 
pepper at black. Swing 
valves back into place. 

















PEPSAL 
in PEWTER/ 


The perfect, modern salt and pepper cellar 
with every improvement . . . an ideal gift or 
bridge prize suggestion . a remarkable 
seller! 


Pepsal is entirely different from old style cel- 
lars. The airtight construction keeps out 
moisture and insures a dry, smooth flow of 
salt, regardless of the weather. A slight pres- 
sure of the finger releases the salt or pepper 
... just the right amount for perfect season- 
ing . . . no sudden overflow, no clogging. 
The crystal containers are attractive and sani- 
tary, eliminating tops that corrode and must 
be removed and cleaned. Pepsal is readily re- 
filled through easily released valves at the 
bottom. 





With base of rich, gleaming pewter, or charm- 
ing color, Pepsal is a handsome table orna- 
ment ... at a price attractive to everyone. 
Get your first order and watch them sell! 


Pepsal is attractively boxed, and we will be 
glad to furnish window display cards that are 
unusually colorful and effective. 





i 





SOLD THROUGH YOUR WHOLESALER 


Attractive and 
> Ornamental 


Pepsal is styled in the 
most modern manner and 
can be had in gleaming 
pewter, or in colors to 
blend with any table set- 
ting. Choice of yellow, 
green, black, blue, red or 
ivory base, with white 
crystal seasoning vials of 
distinctive design. An at- 
tractive and useful acces- 
sory to any table. 








IMPERIAL METAL MFG. CORP. 











SALES OFFICE 
1150 BROADWAY NEW YORK 
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The Gift Shows 


Retail jewelers who attend the 27th Annual Convention 
of the American National Retail Jewelers’ Association at 
the Hotel Statler, Boston, Sept. 12-15 inclusive, will have 
an excellent opportunity to visit the Boston Gift Show to 
be held at the Hotel Statler during that week. 


The show will include the products of over 200 manu- 
facturers and importers showing all lines of gift merchan- 
dise and will be one of the largest exhibits of the year. The 
displays will be in separate rooms on the fourth, fifth and 
sixth floors and will include china, glass, leather goods, 
bronzes, foreign and domestic novelties, lamps and in fact 
everything that goes into the beautifying of the modern 
home. The Show will be an educational feature in itself. 
It is being arranged by George F. Little, managing di- 
rector. 

The New York Lamp Show at the New Yorker the 
week of Aug. 15, which was also directed by Mr. Little, 
brought buyers from all sections of the country and an 
unusually large attendance and an excellent exhibit is 
reported. The latest products of domestic and foreign 
producers were shown in a variety of new and novel 
treatments. 

The New York Gift Show at the New Yorker the 
week of Aug. 22 is also reported to have been well at- 
tended and showed that buyers are awake to the fact 
that good quality merchandise is having a strong call. 
This Show occupied one floor of the hotel and covered 
a wide range of high class merchandise. 


Another excellent opportunity for retail jewelers to in- 
spect the latest giftwares will be offered by the Boston 





National Artwares Show at the Copley Plaza Hotel the 
same week as the convention of the American National 
Retail Jewelers Association, Sept. 12-17. Here retail 
jewelers will have a chance to inspect new creations of 
charm and beauty and utility that will make for pleasing 
and harmonious interiors which will be sold at prices that 
will permit jewelers to make a reasonable profit. 

On Sept. 19, the Twenty-second Philadelphia Gift and 
Art Show will open at the Hotel Adelphia. As in for- 
mer years, national exhibitors, leading manufacturers and 
importers will present not only a comprehensive assort- 
ment of the finest in staple merchandise, but the newest 
offerings and most novel and striking creations from for- 
eign and domestic markets. 

Hundreds of lines will be displayed on the four floors 
of the Hotel Adelphia, arranged for the greatest con- 
venience of buyers in making their selection. 

“There is unquestionably a new and more optimistic’ 
tone throughout the retail trade,”’ said Mr. Hays, secre- 
tary of the National Gift and Art Association, and in 
charge of the National Shows, “a decided feeling of con- 
fidence in a return to good business this Fall. Buyers 
look forward to buying activity in their departments and 
stores. Already there is evidence that people are spend- 
ing more money for the things they desire.” 


A New Compact 
A new and unusual compact has been placed on the market 
by the Terri Cosmetics Co., New York. In this Terri-Deb 
vanity is every accessory to beauty at a woman’s fingertips. 
It is shown in green and silver combination, black and silver, 
red and silver and black and gold; also rhodium plate and 
sterling silver. 


























THE PAIRPOINT 
CORPORATION 


43-47 West 23rp Sr. 
150 Post Sr. 


No. 04293—12 INcH VEGETABLE DisH & CovER 


NEW BEDFORD, MASS. 


New York City 
San Francisco 





No. 04294 Two Portion VEGETABLE DisH 
No. C05593—10 Incu Bow. 
No. C01186—16 INcH PLAIN PLATTER 
No. €C01186—18 IncH PLAIN PLATTER 
No. C01187—16 IncH WELL & TREE 
No. C01187—18 INcH WELL & TREE 
No. 06810—Gravy Boat 
No. 06810—Gravy Tray 
Capacity of Boat 12 ounces 


Plain or Butler Finish 
ELecTro PLATED ON NICKEL SILVER 


Write for prices. 
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Outline of A.N.R. J. A. Convention Program 





Prominent Speakers, Excellent Entertainment Feature, Style Clinic, Visit to 
Jewelry Factories and Exhibits Scheduled for Boston Meeting Sept. 12-15 





Although plans have not been fully 
completed for the 27th annual conven- 
tion of the American National Retail 
Jewelers’ Association to be held at the 
Hotel Statler, Boston, Monday to Thurs- 
day, Sept. 12-15 inclusive, a general out- 
line of the program for the big meeting 
is now available. Acting President Mc- 
Neil, who assumed the duties of the office 
on the death of Edwin F. Lilly, has been 
successful in securing the cooperation of 
some of the outstanding men of the coun- 
try who are leaders in educational, eco- 
nomic and association work. 

On Monday morning, Sept. 12, the 
Executive Committee will hold its pre- 
convention meeting and the officers con- 
ference will be held Monday afternoon, 
at which time addresses will be delivered 
by some of the progressive men who give 
so freely of their time and talents to fur- 
ther the cause of the retail jeweler. 
A.aong the speakers at the Conference 
will be the following: 

E. M. Baringer, Gloversville, N. Y., 
chairman, membership committee, New 
York State Retail Jewelers Association— 
“Means and Methods Employed to Ob- 
tain and Retain Desirable Members.” 

L. M. Campbell, Canandaigua, N. Y., 
president, New York State Association— 
“Functions of a State Association.” 

Wilson T. Clark, Sioux City, Iowa, 
secretary, Iowa Retail Jewelers Associa- 
tion—‘How We Use the ‘Trading Post’ 
to Advantage.” 

W. L. Fickett, Concord, N. H., presi- 
dent, New Hampshire Retail Jewelers 
Association—“The Social Side of Asso- 
ciation Meetings—Its Importance and 
How to Develop It.” 

Raymond Hay, Coshocton, Ohio, presi- 
dent, Ohio Retail Jewelers Association— 
“The Ideal State Convention.” 

Arthur C. Hentschel, Milwaukee, Wis., 
president, Wisconsin Retail Jewelers As- 
sdciation—“Keeping Your Members In- 
formed About Association Activities.’ 

Don H. Johnson, Middletown, Conn., 
president, Connecticut Retail Jewelers 
Association—‘Educational Programs for 
Your Membership.” 

Alvin Magnon, Tampa, Fla., secretary, 
Florida Retail Jewelers Association— 
“The Necessity of Co-relating Activities 
of State Associations through A.N.R.J.A. 
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A. C. Mayer, Washington, D. C., pres- 
dent, Maryland, Delaware - District of 
Columbia Jewelers Association — “Post 
Exchange Stores—A Serious Menace.” 

Frank Oldfield, Burlington, Vt., presi- 
dent, Vermont Retail Jewelers Associa- 
tion—“The Small Jeweler—His Competi- 
tion and Opportunities.” 

Phineas Peters, Brooklyn, N. Y., chair- 
man, Executive Board, New York City 
Associations — “Importance of Strong 
Local Associations.” 

Louis S. Smith, Beverly, Mass., presi- 
dent, Massachusetts-Rhode Island Retail 
Jewelers Association — “The Jewelers’ 
Association—What It Does for Me and 
What I Owe It.” 

Henry F. Stecher, Milwaukee, Wis.— 
“The Jewelers Mutual Fire Insurance 
Company—Its Contribution to the Indus- 
try.” 

William P. Walsh, Passaic, N. J., pres- 
ident, New Jersey Retail Jewelers Asso- 
ciation—“Benefits of a Monthly State 
Meeting.” 

These addresses will be brief—about 
ten minutes—no more—with time for dis- 
cussion without having the session unduly 
prolonged. 

The convention proper will open Mon- 
day evening, Sept. 12, with William D. 
McNeil, Utica, N. Y., regional vice-pres- 
ident for the North-Eastern Region, and 
Acting President of the A. N. R. J. A. 
presiding. 

Following the Invocation, addresses of 
welcome will be delivered by the follow- 
ing: Hon. James M. Curley, Mayor of 
Boston, in behalf of the City; William L. 
Stone, president of the Boston Jewelers’ 
Club, and Louis S. Smith, president 
Massachusetts-Rhode Island Association, 
representing the Jewelry Industry. 

The response to these addresses will be 
by Tinley L. Combs, Omaha, Neb., re- 
gional vice-president, Northwestern Re- 
gion. President McNeil’s address will 
follow. 

The reports of the Regional Vice-Pres- 
idents will then be heard. They include 
T. H. McClure, Chattanooga, Tenn.; 
Myron Everts, Dallas, Texas; Henry F. 
Stecher, Milwaukee, Wis.; Tinley L. 
Combs, Qmaha, and Arthur A. Keene, 
Salem, Ore. 

Reports of state and local associations 
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and a social hour will then follow. 

Tuesday morning will find the con- 
vention in full swing and during Tues- 
day and the following days, addresses 
will be delivered by the following: 
Arthur D. Anderson, editor of the Boot 
and Shoe Recorder, New York, who will 
sound the keynote of the convention with 
an address on “Static vs. Dynamic In- 
ventory.” Other speakers will be: L. M. 
Campbell, Canandaigua, N. Y.: “Lessons 
from the Department of Commerce 
Studies,” illustrated with charts. 

Howard L. Carpenter. Providence, 
RL 

William Trufant Foster, economist and 
lecturer, Boston, Mass. 

H. Russell Cort, Commercial Agent on 
U. S. Marketing of the Department of 
Commerce, Boston. 

Chas. P. Coster, Rochester, N. Y., “Star 
Boarders,” an illustrated talk. 

J. Victor Day, Boston, Mass., assistant 
treasurer, Smith-Patterson Co., and pres- 
ident Boston Association of Credit Men— 
“Credits.” 

Le Roy D. Teavey, president of the 
Babson Statistical organization, Wellsey 
Hills, Mass. 

Carl P. Dennett, Boston, chairman, 
Massachusetts Committee, National Econ- 
omy League. 

John Drake, executive secretary, Na- 
tional Jewelers Publicity Association— 
“Publicity for Jewelers.” 

Felix H. Levy, Counsel of the 
A.N.R.J.A. 

Paul W. Monohon, salesmanager, Wat- 
son Co., Attleboro—“Round the Bend.” 

G. H. Niemeyer, New York, chairman, 
Special Committee on Taxation of the 
Jewelry Industry. 

Edward O. Otis, Jr., Providence, 
secretary, New England Manufacturing 
Jewelers and Silversmiths Association. 

Mrs. Polly Pettit, of Black, Starr & 
Frost-Gorham, Inc., New York,.who will 
discuss “Window Displays” and “Store 
Interiors.” 

T. A. Potter, president, Elgin National 
Watch Co., Chicago. 

Professor Carl N. Schmalz, Assistant 
Director Bureau of Business Research, 
Graduate School of Business Administra- 
tion, Harvard University. 

Alvan T. Simonds, president Simonds 
Saw and Steel Co., Fitchburg, Mass— 
“Can Business Be Forecast ” (Illustrated 
with charts). 

James V. Toner, Saart Bros. Co., Attle- 
boro—“Observations of a Manufacturer.” 

A Style Clinic will be held under the 
direction of a special committee of which 
Myron Everts of Dallas is chairman. 
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WATERFORD GLASS 


CRYSTAL 
PURITY 


HAWKES 





As our forebears made this 
wonderful tableware which be- 
came valued heirlooms, so do we 
carry on with the same family 
traditions. 


HAWKES CRYSTAL of today will 
be treasured heirlooms of to- 
morrow. 


Sell this idea to your customers 
and your sales will increase. 


T. G. HAWKES & CO. 


Makers of Rock Crystal Glassware for 
Now York Office Over Half a Century 


sos W. Seventh ss. CORNING, N, Y. 


s Angeles 
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Grane 


FINE WRITING PAPERS 
FOR THE JEWELER 


Z. & W. M. CRANE 


INCORPORATED 


DALTON, MASSACHUSETTS 
NEW YORK SALES ROOM, ONE PARK AVENUE 

















HIS fall Pavelco will do its utmost to 

supply not only attractive but useful 
items at low prices to Jewelers’ gift depart- 
ments. To break the ice we are offering 
the drinking glasses pictured above. Among 
them are the “Snowflake” High-ball and 
old fashioned Cocktail to retail at $7.20 and 
$4.80 per doz. respectively. The other 
glasses are equally inexpensive. 


Manufactured, Imported and Stocked by 


F. PAVEL & COQ. 
15 West 37th Street 
New York, N. Y. 


Representatives 


J. W. Bakster, Inc., Suite 1511, Merchandise Mart, Chicago, III. 
W. F. R. Turner, 437 So. Kenmore Ave., Los Angeles, Cal. 
E. Wanda Baker, Room 545, 225 Fifth Ave., New York City 























It is expected to have the coopera- 
tion of the Style Committee of New En- 
gland Manufacturing Jewelers and Sil- 
yersmiths Association, and the services 
of its stylist, Miss Jane Ellis. 

Thursday afternoon will be the busi- 
ness session for the various reports, elec- 
tion of officers, etc. 

The convention banquet, which will 
close the convention will be held on 
Thursday evening with Everit B. Ter- 
hune, president of the Jewelers Publish- 
ing Corporation as toastmaster:. The 
program of addresses will be broadcast 
over the radio. 

Friday, Sept. 16, has been reserved for 
visits to the factories of cooperating man- 
ufacturers. 

The Boston Jewelers Club of which 
William L. Stone of the Gorham Co., is 
president and Albert R. Kerr is secretary, 
has arranged a splendid program of en- 
tertainment for the ladies attending the 
convention, including a sight-seeing trip 
around the city and vicinity by buses, 
and a boat trip to Nantasket. 


New York Silver Manufacturers 
Association Elects Officers 


At a meeting of the New York Silver 
Manufacturers Association, Inc., held at 
the City Club Wednesday, Aug. 3, the 
association was practically reorganized 
and officers elected. A program for the 
raising of quality standards and the 
elimination of duplicating items, was 
submitted by Benjamin Schwartz, who 
was elected at the meeting as counsel to 
the association. Mr. Schwartz is also 
Trade Relations Counsel to the Pewter 
and Hollow Ware Manufacturers As- 
sociation, Inc., and other groups in the 
metal industries. 

The following officers were elected at 
the meeting: Benjamin Omin of Hamil- 
ton Silver Co., president; Abraham 
Cooperstein, Elgin Silversmith Co., vice- 
president, and Charles Marks, Ariston 
Silversmiths, secretary. x 

The competition of pewter ware and 
copper, in their appeal to gift buyers of 
moderate means, in competition with sil- 
verware, was also discussed at the meet- 
ing, as well as the piracy of designs 
among silversmiths. 


Stock and Fixtures of St. Louis Store 
Purchased by F. W. Drosten 
Jewelry Co., Inc. 

St. Louis, Mo.—The F. W. Drosten 
Jewelry Co., Inc., 900 Olive St., this city, 


has bought the entire stock and fixtures 
of the jewelry shop of the late Aubrey 


C. Lindsley in the Arcade Building, ac- 


cording to an announcement made recent- 
ly by Frederick G. Merkle, vice-president 
and general manager of the company. 
Mr. Lindsley died on June 9. He num- 
bered among his customers many wealthy 
St. Louisans and carried a large stock of 
diamonds and jewelry which will be dis- 
posed of by the Drosten company at their 
store in the Frisco building. The pur- 
chase was made from Lindsley’s widow. 
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Fink Patent on Chromium Plating 
Sustained on Appeal 


By decision handed down July 29 in 
the United States Circuit Court of Ap- 


‘peals at New York, the United Chromium, 


Inc., has won the test case brought to 
sustain the validity of its patents on the 


’ process of electto deposit of chromium. 


This decision, which is considered one of 
the most important from the standpoint 
of the industrial world handed down in 
patent cases in recent years, came on an 
appeal from a decision of the United 
States District Court in New Haven ren- 
dered in October, 1931, in which Judge 
Thomas had sustained the Chromium 
company’s patent No. 1,581,188 issued on 
April 20, 1926, to Professor C. G. Fink. 
The suit had been brought in May, 1929, 
against the International Silver Co. by 
United Chromium, Inc., but the defense 
really represented many interests that 
were fighting the Fink patent. 

In the decision of the District Court 
last October, Judge Thomas upheld the 
validity of the Fink patent, found the de- 
fendants had infringed on many of its 
claims and granted the injunction, ac- 
counting and damages asked for. 

The decision in the United States Cir- 
cuit Court of Appeals which sustains that 
of Judge Thomas is unanimous, the opin- 
ion by Judge Learned Hand being con- 
curred in by his associates, Justices A. N. 
Hand and Chase. In some sense it is 
even a broader victory for the Chromium 
company than was the decision of the 
District Court and it finds all claims in 
the patent involved in the suit to be 
valid and finds the infringements had 
been established on all claims except 
Claim 16. 

The decision deals comprehensively 
with the efforts of the defense to upset the 

ll 
validity of the patent based on prior pub- 
lications and prior uses. In addition to 
the prior patents and publications set up, 
the defense relied upon the research per- 
formed by the United States Bureau of 
Standards, Eastman Kodak Co. and 
Westinghouse Electric & Manufacturing 
Co., but the Court of Appeals held that 
this work failed to anticipate Dr. Fink 
and that the patent provided the method 
with which “for the first time the art 
could turn out chromium plating with 
certainty.” 

The process under the Fink patent as 
used in the jewelry trade is licensed un- 
der the trade name “Nu White.” 


Cincinnati Wholesale Jewelers and 
Manufacturers Association Holds 
Steak Fry 


CINCINNATI, OHIO.—The annual steak 
fry of the Cincinnati Wholesale Jewel- 
ers’ and Manufacturers’ Association was 
held at the Gym boat club, Friday, Aug. 
19. There were 50 at the table, and with 
a corn field nearby the chef prepared 200 
ears and it was reported after the session 
that the average corn on the cob was 
four to a man. The dinner was in charge 
of Clarence Loeb, who acted as skipper. 

Two firms were added to the associa- 
tion when the applications of the Miller 
Jewelry Co. and the G. W. Seifried Co., 
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refining concern, were passed favorably. 
Gordon B. Miller and Thomas E. Ryan 
represent the first named concern, while 
Mr. Seifried himself represents the other. 
Robert W. Nelson, executive vice-presi- 
dent of the Chamber of Commerce, was 
a guest at the party. 


Morristown, N. J., Jewelers Seek 
Auction Ordinance 


Morristown, N. J.—The retail jewel- 
ers of this city appeared before the meet- 
ing of the Board of Aldermen here on 
Aug. 5 to ask for the serious considera- 
tion of an ordinance regulating auctions, 
particularly as they relate to jewelry 
sales. Louis Haimann, jeweler of this 
place and active member of the New Jer- 
sey Retail Jewelers’ Association, acted as 
spokesman. 

One provision of the proposed ordi- 
nance is that in auctions of merchandise 
such as jewelry, an inventory be filed, 
giving a description of the articles to be 
offered, their size and value, 60 days be- 
fore the auction is held. Mr. Haimann 
contended that such a law would prevent, 
the introduction of “sale” merchandise to 
the stock being sold at auction. 


Activities of the National Association 
of Credit Jewelers 


Cuicaco.—The National Association of 
Credit Jewelers has issued a bulletin to 
its members containing a number of ten- 
tative rulings on the new jewelry tax. 
It wishes to emphasize that these rulings 
are at this time only tentative and are 
awaiting confirmation by the Commis- 
sioner of Internal Revenue at Washing- 
ton. 

The association is formulating plans 
for a series of regional meetings to be 
held in various parts of the country dur- 
ing September and October, and it is 
hoped that these meetings will interest 
both members and non-members of the 
Association. It is intended that these 
meetings will serve for the discussion and 
possible solution of many of the prob- 
lems which face the retail credit branch. 
of the industry, and also for the discus- 
sion of more local problems. These meet- 
ings will be in charge of the Regional 
Vice-President of the 21 districts, and 
whenever possible will be attended by 
both President Baumrucker and Execu- 
tive Secretary Newman. ‘ 

The association desires to warn its 
members in the various states that with 
the reassembling of the state legislatures 
there will undoubtedly be attempts to 
pass either new optical laws or amend- 
ments to old ones that will have a de- 
terring effect upon the credit jewelers 
who have optical departments. 


Prices of Silver Bars 


gS. 
Government New 
London Assay Sell- York 


Date Official ing Price Official 
a See: ee Holiday 29% 26% 
pe. See 17% 29% 27 
yes. ere 18% 30% 28 
Me casdends 1875 30% 28 
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Insure in 


SURE 


insurance- 


Eight Reasons Why You 
Should Insure with the 
National Jewelers Mutual 
Fire Insurance Company 


It is the only insurance company organized and 
operated for jewelers. 


This company was again given a rating of Al 
by Alfred M. Best Company, the recognized 
authority on insurance companies, meaning Ex- 
cellent Management—Excellent Loss Paying 
Record. 


We understand the needs and requirements of 
the jewelers. 


The prevailing dividends are: 40% on fire in- 
surance and 20% on tornado insurance. 


Its claims are adjusted promptly in any part of 
the country. 


It has saved jewelers money on their insurance. 
In the past 18 years we have returned nearly 
$500,000.00 in the form of dividends to our 
“policyholders. 


The sound financial condition of this company 
warrants your insurance. 


In times like this you must save money on your 
overhead, this is the way to do it safely. 


National Jewelers Mutual 


Fire Insurance Company 


Neenah, Wis. Milwaukee, Wis. 
State Bank Bldg. 954 No. Third St. 


ILLUMINATED 
COMPACT 


Puts a 
Bright Face 
On Sales 


Contains 
Face Powder, 
Rouge, Mirror 

and LIGHT 


Here is something new and useful. 
Its practical novelty creates im- 
mediate sales. 

Decorated in beautiful enamel. 
A small lever turns the light on 
or off easily at will. 


Retails at $3.00 showing an excel- 
lent profit. 


WRITE 


Chas. A. Branston, Inc. 


68 Exchange Street 


Buffalo, New York 
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This new and unusual compact, 
bearing the nationally adver- 
tised Terri name, offers a 
unique sales appeal—it is 
priced so low that women will 
want it for themselves, and 
looks so cgstly that your cus- 
tomers will be proud to present 
it as a gift. 

Here, in the Terri-Deb Vanity 
Complete is every accessory to 
beauty, literally at a woman's 
fingertips. Neat, efficient, 
smart, compactness—in green 
and silver combination, black 
and silver, red and silver and 
black and gold. 


—Rhodium Plate—also sterling 
silver. Hand Brocaded—and 
hand engine turned. 


STANDARD REFILLS. 








Everett Jeweler Files for Congress 


SEATTLE, WaAsSH.—Outstanding as a 
jeweler in the Pacific Northwest, and for- 
merly famed as the national three-cush- 
jon billard champion, as well as a past 
president of the Washington Retail Jew- 
elers’. Association, Monrad C. Wallgren, 
president of the jewelry firm of Wall- 
gren-Carlson of Everett, Wash., has filed 
for United States Congress on the demo- 
cratic ticket. 

Mr. Wallgren anticipates representa- 
tion from the northern part of King 
County, Washington, for the Second Con- 
gressional District. Mr. Wallgren has 
enjoyed long affiliation with the jewelry 
trade of the Pacific Northwest. During 
the years 1922 and 1923 he operated a 
jewelry store in Bellingham, Wash., but 
later has built up an excellent business at 
Everett, the lumber center just north of 
Seattle, Wash., where he has fraternal 
and civic affhliations. 


Blast Wrecks Park Ave., New York, 
Jewel Shop of Thomas 
Kirkpatrick, Inc. 


An explosion, supposed to have been 
caused by the spontaneous combustion of 
some waste saturated with turpentine in 
the subcellar of the Ritz Tower, apart- 
ment hotel, at 57th St. and Park Ave., 
New York, which on Aug. 1 resulted in 
the death of six firemen and the injury 
of more than a score of persons, includ- 
ing firemen, policemen and others, turned 
the smart jewelry shop of Thomas Kirk- 
patrick, Inc., at 461 Park Ave., into a 
scene of carnage. 

The fire started in the paint room of 
the building, two floors below the street 
level, immediately under the jewelry 
store. An alarm was sent in and there 
were about 30 firemen working to get at 
the blaze when suddenly, the explosion 
came. Mr. Kirkpatrick was standing on 
the sidewalk close to a freight elevator 
shaft. Several firemen were in the shaft 
attempting to bore their way to the fire. 
When the blast came the jeweler saw 
one of the firemen who. had begun to 
climb from the shaft, blown bodily into 
the air, falling to the sidewalk. He was 
killed instantly. 

A display case in the Park Avenue 
window was thrown into the street and a 
pearl necklace, an emerald ring worth 
$65,000 and other jewels were spread 
over the sidewalk. Mr. Kirkpatrick said 
that all but $3,500 of the goods was re- 
covered. 

The blast, according to Battalion Chief 
John J. Ryan, occurred when the atmos- 
phere in the tightly closed paint room in 
the subcellar expanded as a result of the 
fire, added to which were the fumes and 
smoke. It shook the building and neigh- 

boring structures severely and shattered 
all of the plate glass windows in the 
jewel shop. 

Three jewelry salesmen, Dee Miller, 
Henry Cuppia and Christopher Tritsch, 
who were in the store at the time of the 
explosion, suffered minor injuries. They, 
however, rushed to the side walk and 
retrieved the jewels. 

Five rooms used by Mr. Kirkpatrick 
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for storage, shipping, watch repair shop 
and other purposes, located one flight 
below the shop and directly above the 
paint room where the blast took place, 
were left a mass of wreckage. Luckily, 
the watchmaker was away on his vaca- 
tion for the floor of the room in which 
he worked, although made of concrete 
eight inches thick, was blown straight up 
toward the ceiling, as though some giant 
fist had been thrust through it, leaving a 
gaping hole more than 10 feet in diame- 
ter. The ceiling of one of the other 
rooms collapsed altogether and in still 
another was forced up almost a foot. 


Mr. Kirkpatrick estimates the total . 
damage done to his store between $40,000 


and $60,000. 


Fight Against “60 Cent Watch 
Repairing” 

Detroit, MicH.—The Greater Detroit 
Watchmakers in cooperation with the 
better type of jewelry stores and those 
which employ members of the organi- 
zation are waging a determined war on 
an era of “60-cent watch repairing” 
which in many instances in Detroit has 
grown into a sort of racket. 

Hole-in-the-wall places of business on 
street floors carry huge signs reading 
“any kind of watch repair 60 cents.” 
Sandwich men ply the streets with simi- 
lar announcements for all sorts of shops 
on upper floors. 

An announcement by the watchmakers’ 
organization, given considerable public- 
ity, states that only skilled watchmakers 
should be entrusted with repair of 
watches. The jewelry stores are dis- 
playing cards informing the public that 
they have high-grade workers available 
to do first-class repair work. 

The watchmakers in their announce- 
ment said: “A good watch deserves good 
parts and high skill when repairs: are 
necessary. 

“It is impossible for any one to repair 
all watches, regardless of condition, at a 
standard, set price. To attempt to do so 
is to cheapen materials and workmanship 
to the lowest possible level so that a 
good watch so repaired becomes no bet- 
ter than the cheapest. 

“To insure work on his watch that will 
be done by capable hands and with proper 
materials, the watch owner should pat- 
ronize the jewelry store which he knows 
to be reliable, which employs expert 
workmen at-a fair wage, and which 
makes repairs at a price which will cover 
costs and give a profit.” 


Andrew Nolte 


WaAsHINGTON, D. C.—Andrew Nolte, 67, 
jeweler in this city for the last 50 years, 
and active in social and religious organi- 
zations, died at his home here after a 
brief illness. 

A member of the Catholic Knights of 
America, the Capital Beneficial Associa- 
tion, and the Windthorst Club, Mr. Nolte 
was at one time the president of the Holy 
Name Society of St. Mary’s Church. 

He is survived by his widow, Mrs. 
Elizabeth Nolte, three daughters and a 
son, all living in this city. 
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Robbers Visit Winston-Salem 
Jewelry Store 


WInsTon-SAaLemM, N. C.—The jewelry 
store of W. T. Eagle, 436 North Trade 
St., was entered and robbed of jewelry 
valued at about $500 for the second time 
in less than a year, according to a report 
made to police. The thieves entered the 
store through a window in the front of 
the establishment. 

The robbery was discovered about 8.15 
o'clock, Aug. 14, by John C. Eagle, a 
nephew of the owner of the store. The 
store was examined in the morning about 
10.30 o’clock by one of the employees and 
had not been entered at that time, it was 
stated. The robbery was committed some 
time during the day. 

According to information, the thieves 
broke a rear window and entered the 
store. A hole was cut in the wall enter- 
ing into the office. The safe in which 
valuable jewelry had been placed Satur- 
day night for safe keeping was not dis- 
turbed. Neither was any of the merchan- 
dise in the show cases in the rear of the 
store. 


Leading Clock Companies Now Work 


Under Basic Patents on Electric 
Clocks 


Fundamental patents, around which 
much of the contention in the electric 
clock field has revolved, are included in 
two groups. One of these, comprising 
Henry E. Warren’s patents, is controlled 
by the Warren Telechron Co.; and the 
other, including thé Arthur E. Poole 
patents, are controlled by the New Haven 
Clock Company and the Westinghouse 
Electric & Manufacturing Co. 

Licenses for the use of all these funda- 
mental patents have now been granted 
to the Sessions Clock Co., Forestville, 
Conn.; Hansen Mfg. Co., Princeton, Ind. ; 
William L. Gilbert Clock Co., Winsted, 
Conn.; E. Ingraham Co., Bristol, Conn.; 
and the Waterbury Clock Co., Water- 
bury, Conn. Licenses had previously 
been granted by the Telechron Company 
to the Herschede Hall Clock Co., Cin- 
cinnati, Ohio, and the Chelsea Clock 
Company, Chelsea, Mass. 

Probably more than 100 patents for 
synchronous motor electric clocks have 
been issued since 1916 when Warren in- 
troduced the Telechron master clock 
which made possible the operation of 
synchronous motor clocks by regulating 
the frequency of alternating current. As 
the popularity of electric clocks increased, 
a number of manufacturers entered the 
field. As a result a number of suits 
charging patent infringement were filed 
in Federal Courts, some of which will be 
dissolved by the granting of the above 
mentioned licenses. Others are still pend- 
ing. 


Platinum Market 


Platinum prices, as of Aug. 24, were 
officially quoted as: 


SG dard Chea wae tacqen decedent 
Containing 10 per cent iridium 
Containing 5 per cent iridium.......... 
A ccccigdaddencasucadcesaaean 
PORNO, kc ccveeses ecicidageenann 








































































































Denies F. T. C.’s Claim As to Indian 
Jewelry 


WaSsHINGTON, D. C.—Denial to the com- 
plaint of the Federal Trade Commission 
has been made in an answer filed by the 
Maisel Trading Post, Inc., Albuquerque, 
N. M., in connection with the sale of 
Indian-made jewelry. 

The company maintains that its ad- 
vertisements are not unfair or misrepre- 
sentative regarding the manufacture of 
jewelry by the Indians. Indians are em- 
ployed by the company who do silver 
work both by hand and by machine, and 
the company contends that the Indians 
have not obtained good will in using the 
name “Indian jewelry” and “Navajo 
jewelry.” It asks that the complaint be 
dismissed. 


J. F. Apple Co., Lancaster, Pa., 
Entertains Jewelers 


LANCASTER, Pa.—A meeting of jewelers 
who represent the J. F. Apple Co., in dif- 
ferent cities was held at the factory of 
that concern on South West End Ave., at 
Maple, on Aug. 23. The program of the 
day started with the inspection of the 
factory, in the morning, and a short 
meeting before luncheon. 

In the afternoon another meeting was 
followed by a banquet served at the 
Brunswick. Speakers for the occasion 
discussed the advantages of the jeweler 
in going after his home town school busi- 
ness, as well as the business in his imme- 
diate vicinity. 


Look Out for Man with Worthless 
Marks 


The Jewelers’ Security Alliance re- 
ports that a Paterson, N. J., jeweler was 
recently victimized by a young man who 
claimed to be a student in New York and 
who gave a bank receipt for 500 German 
marks in payment for a wrist watch, the 
case number of which is 822. 

The jeweler said that the bank quoted 
the marks at a value of $115, but an in- 
vestigation proved them to be of a 1930 
issue and utterly worthless today. 

The man weighs about 145 pounds, is 
light-haired, with blue eyes, speaks with 
a German accent and has a slight im- 
pediment in his speech. He wore a tan 
leghorn hat and a gray doublebreasted 
suit with black shoes. He showed a pass- 
port from Germany and said he was 
visiting a girl in Paterson. 


Wisconsin Retail Jewelers Association 
Incorporated 


MILWAUKEE.—The Wisconsin Retail 
Jewelers’ Association, Inc., came into be- 
ing at a meeting of the members of the 
old association, held at the Republican 
House, this city. 

The last meetings of the old associa- 
tion and the old board of directors were 
held, all property and assets of the old 
organization were turned over to the new 
corporation. The incorporators of the 
association are: A. C. Hentschel, Mil- 
waukee; Henry F. Stecher, Milwaukee; 
A. W. Anderson, Neenah. 

All of the officers and directors chosen 








at the 1932 convention in Appleton, May 
17, were elected officers and directors of 
the new corporation. 

It is interesting to note that some of 
the officers and directors of the new cor- 
poration were also active in organizing 
the original association in 1906. Presi- 
dent Hentschel, Vice-president T. J. Dale 
and Director W. H. Upmeyer were of- 
ficials for nearly the entire 26 years. 
Treasurer Stecher holds the record for 
the longest continuous service in one of- 
fice, 25 years. Secretary Anderson served 
fot 22 years. L. M. Nelson, John F. 
Konrad, Sam Dalin and Ray T. Stark 
have long records as officers. 

One of the first major undertakings of 
the new association will be a test of Wis- 
consin Jewelry Auction law which was 
sponsored by the organization and passed 
in 1931. 


Jonas Koch 


The sudden death Aug. 11 of Jonas 
Koch, who retired from the wholesale 
jewelry trade a few years ago, caused 
universal sorrow and regret in the indus- 
try as Mr. Koch had not only been con- 
nected with the wholesale jewelry busi- 
ness for over half a century, but for years 
had been one of its outstanding members 
and prominent in many movements for 
its betterment. Funeral services were 
held from his late home, 467 W. 141st 
St., Aug. 14, and the remains were later 
cremated at Fresh Pond Cemetery. 

Mr. Koch was born in New Orleans, 
Feb. 14, 1859, his father, Nathan Koch, 
being a well known jeweler and member 
of the old firm of Koch & Dreyfuss. He 
lived with his grandparents near Frank- 
furt, Germany, where he attended school 
from 1871 to 1875, and for a short time 
thereafter he worked with the commis- 
sionaires of his father’s-firm in Paris. 
He returned to New Orleans about 1876 
where he became actively connected with 
Koch & Dreyfuss. 

After the firm moved to New York, 
Mr. Koch traveled for it in the south and 
became a partner in the concern in 1878, 
remaining with it until it went out of 
business in 1893. He then went into an- 
other line, for a few years, but returned 
to the jewelry trade in 1897, forming the 
wholesale firm of Jonas Koch, which de- 
veloped into one of the largest jobbing 
firms in and around New York, and he 
continued this until his retirement from 
business a few years ago. 

During his entire career, in the jewelry 
trade, he was active in its organizations 
and took a prominent part in their work. 


“For many years he was the president of 


the New York Wholesale Jewelers’ Asso- 
ciation, a member of the executive com- 
mittee of the National Wholesale Jewel- 
ers’ Association; a prominent member of 
the National Jewelers Board of Trade 
and a member of the Jewelers’ 24-Karat 
Club. He served for many years on the 
Good and Welfare Committee of the 
Board, as well as other committees of 
the organization, and though he never 
sought the limelight, was considered in 
the industry as one of its members who 
could always be depended upon in work 
for the good of the industry. His opinion 
was frequently sought both by his cus- 
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tomers and business associates, and no 
friend in trouble ever sought his help in 
vain. 

He was tireless and energetic in seek- 
ing the better things of life and was a 
deep student of political, economic and 
social questions. Among the organiza- 
tions outside of the jewelry trade with 
which he was connected were the Eco- 
nomic Club, the Harmonie Club and the 
Nassau Country Club. 

But Mr. Koch’s greatest pleasure and 
comfort was in his home where he was 
the center of a devoted family. Besides 
his widow he is survived by two sons, 
Joel S. and Robert L. Koch, in the dia- 
mond business in New York, and also by 
a brother, Richard Koch, and a sister, 
Mrs. Minna Silvernagel. 


Veteran Silverware Salesman 
Honored 


TAUNTON, Mass.—J. Fremont Dean, 
who for more than 40 years represented 
Reed & Barton in the big cities of the 
middle west and central states, and who 
retired a short time ago, was recently 
called to the president’s office and pre- 
sented with a beautiful sterling humidor. 

The presentation was made by Sinclair 
Weeks, president of the corporation, who 
referred to the splendid service which 
Mr. Dean had rendered and the affection 
in which he is held. 


Elgin Natl. Watch Co. Receives Tax 
Refunds of More Than $100,000 


WaASsHINGTON, D. C.—Refunds of more 
than $100,000 have been awarded to the 
Elgin National Watch Co. by the Bu- 
reau of Internal Revenue for overassess- 
ments of income and profit taxes for 1922 
and 1923, according to announcement just 
made. : 

The refund for the fiscal year ending 
April 30, 1922, amounted to $64,715.05; 
for April 30, 1923, $36,290.58, and for 
the period from May 1 to Dec. 31, 1923, 
$17,712.96. 


Announcement was made last month 
that Charles A. Mealy, who for many 
years has been connected with the Hadley 
Co., has resigned from that concern and 
had become president and treasurer of 
the Reiiance Mfg. Co., 144 Pine St., 
Providence, R. I. Mr. Mealy will have 
entire charge of the business under the 
present ownership, which purchased the 
capital stock, assets other than accounts 
receivable, etc., of the concern from 
David A. Hart and Dexter E. Parte- 
low, on Aug. 1. Mr. Mealy has spe- 
cialized in watch attachments since 1911 
and has been responsible for the de- 
signing and development of some of 
the most important changes in the 
structure of this active item of jewelry. 
The future policy of the company will 
be to serve a limited list of wholesalers 
not only in the jewelry, in which the con- 
cern has specialized for the past 18 years 
but also in a small but attractive line of 
wrist watch attachments which will be 
added thereto. 
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Louis H. Green 


Cuicaco.—The death of Louis H. 
Green occurred suddenly at his home, 
1039 Hollywood Ave., on Aug. 18, and 
was a shock to his many friends in the 
trade. Had he lived until Sept. 4 he 
would have been 71 years old. 

Mr. Green was born in Providence, on 
Sept. 4, 1861, and grew up in the jewelry 
business. He was married there to Miss 
Frances L. Frank, who survives. For 
many years he has represented in Chi- 
cago and western territory well known 
manufacturers and has continued active 
in this work right up to the time of his 
death. His office was with his son, 
Harold K. Green, president of the 
Quaker Silver Co. at 55 E. Washington 
St. Mr. Green was active in Masonic 
work, being a 32nd-degree, Mason and 
member of Medina Temple, A. A. O. 
N. M. S. 

He is survived by his widow and two 
sons, Harold K. and Raymond H. 
Funeral and burial services were con- 
ducted on Aug. 19 and were attended by 
many members of the trade. 


William Herries 


The jewelry trade of New York suf- 
fered a severe loss in the death, Aug. 3, 
of William Herries, vice-president of 
Black, Starr & Frost-Gorham, Inc., and 
for many years in charge of the diamond 
and gem departments of that concern and 
its predecessors. Mr. Herries had not 
been in good health for some time, but 
his condition was not considered danger- 
ous and his sudden demise was a distinct 
shock to his many friends. The funeral 
services were held Aug. 5 at his home, 
359 Ridge Road, Douglas Manor, Queens, 
and was largely attended by represen- 
tatives of the jewelry industry. 

Mr. Herries, who was born in New 
York Jan. 5, 1888, was educated in the 
New York schools and then took a course 
in design at the Mechanics’ Institute. 
He entered the employ of Black, Starr & 
Frost when about 16 years old, as an 
errand boy and as a clerk in the stock 
room; later he was transferred to the reg- 
istry department, and about 1909 became 
an assistant to the diamond buyer. From 
the beginning he took a deep interest in 
his business and particularly in gems in 
which he showed great aptitude. He soon 
became acknowledged as an expert and 
was put in charge of the diamond de- 
partment. His knowledge and _ ability 
soon brought him the position of assis- 
tant buyer for all lines and the last few 
years he was buyer for the firm. 

About 1928 he became a director and 
vice-president of the old concern of Black, 
Starr & Frost and was elected to that 
position when the present corporation of 
Black, Starr & Frost-Gorham, Inc., suc- 

= ceeded it. 

Mr. Herries’ knowledge of pearls was 
remarkable, and in his career he has as- 
sembled some of the finest collections of 
necklaces found in this country. He 
probably knew more about the fine pearl 
necklaces of the American women than 
did any other man in the trade. 

Quiet and modest in demeanor, he 
never sought the limelight but devoted 
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his entire time to the business with which 
he was connected. He not only gained 
the confidence of the officials of the firm 
but of all the members of the trade with 
whom he came in contact. His sterling 
honesty and integrity gained him a hold 
on the customers of the firm that few 
salesmen have ever attained. These came 
to rely on his judgment and take his 
statements 100 per cent. 
to a degree, his time was devoted entire- 
ly to business and his family and he 
practically had no other outside interests. 

His whole life was devoted to his ca- 
reer, he seldom took a vacation, even a 
short one, and though he wrote and stud- 
ied much on the subject of gems, he did 
not seek publicity for that which he had 
compiled. He was known and respected 
by all who had dealings with his house 
and his passing is universally regretted. 

Mr. Herries was married Feb. 19, 1912, 
to Miss Catherine Donohue. She and two 
sons, James Robert and William Wallace 
Herries, survive him, as do his father, 
two brothers and a sister. 


Robert H. Kirkpatrick 


Robert Hope Kirkpatrick, a jeweler in 
the Goelet Building, 49th St. and Fifth 
Ave., New York, who passed away on 
July 25 at his home, 265 Riverside Drive, 
after a month’s illness, was widely known 
in the New York jewelry trade. 

For many years before going into busi- 
ness by himself, he had been manager as 
well as secretary and treasurer of the 
house of Thomas Kirkpatrick, Inc., a 
prominent Fifth Ave. jewelry concern, 
from which he retired in 1927. 

Mr. Kirkpatrick was born in Nova 
Scotia, July 25, 1874, and was brought 
to New York as a young child. After re- 
ceiving his education in the New York 
schools, he started in the jewelry busi- 
ness about 1892 with the old house of 
C. Cottier & Son, lapidaries. He then 
joined the Kirkpatrick establishment with 
which he was connected for 35 years. 

Mr. Kirkpatrick was a vestryman of 
St. Andrews Episcopal Church in Harlem, 
was a member of the Masonic fraternity 
and for many years a member of the 
New York Athletic Club. He was mar- 
ried about 25 years ago to Miss Carrie 
Church, and his widow, his mother and 
a brother, Arthur H. Kirkpatrick, a pearl 
and precious stone importer of 527 Fifth 
Ave., are his only survivors. 


Patrick T. Whelan 


St. Louis, Mo.—Patrick T. Whelan, for 
60 years a jeweler of this city, died Aug. 
8 in his apartment at the Avalon Hotel. 
He was 77 years old. Funeral was held 
from the St. Louis Cathedral with burial 
in Bellefontaine Cemetery. 

Mr. Whelan was born in Atlanta, Ga., 
and entered the jewelry business here in 


1870 with Eugene Jaccard & Co., at” 


Broadway and Olive St. He was with 
this firm for 23 years. He was associated 
with several other firms here and for a 
period of 19 years was a partner in the 
firm of Whelan, Aehle & Hutchinson. 
Since 1920 until his retirement last Febru- 
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ary he was with the Heffern-Neuhoft 
Jewelry Co. 

He is survived by his widow, the for- 
mer Anna Young Heather, whom he mar- 
ried in 1916. 


Milton S. Rodenberg 


ProviwENCE, R. I.—Milton S. Roden- 
berg, widely known in the manufactur- 
ing jewelry business with which: he has 
been connected for about 35 years, died 
suddenly Aug. 10 after a long illness. 
The funeral services were held in New 
York at West End Funeral Chapel, 200 
W. 71st St., Aug. 12, and the remains 
were interred at Mount Hope Cemetery, 
Hastings, N. Y. 

Mr. Rodenberg was born Feb. 17, 1873, 
and received his education in the Provi- 
dence public schools. He then entered 
the jewelry business and first became 
prominent as a partner in the firm of 
Dunn & Rodenberg, manufacturing jewel- 
ers of this city. Later he bought the con- 
trolling interest in the concern and car- 
ried on the business under the name of 
M. S. Rodenberg & Co., which of recent 
years has specialized in the manufacture 
of compacts, cigarette cases, chains and 
knives. 

Deceased was a widower, his wife, 
formerly Martha Rosenzweig of New 
York, having died four years ago. 

He is survived by a son, Jerome J. 
Rodenberg, a daughter, Miss Alma Ro- 
denberg, and three brothers, Albert, 
George and Edward Rodenberg. 


Isadore Moller 


Isadore Moller, for 36 years with 
Albert Lorsch & Co., Inc., diamond im- 
porters at 607 Fifth Ave., New York, 
died suddenly on Aug. 15 while walking 
along Fifth Ave., as a result of a heart 
attack. Funeral services were held at 
the Fresh Pond Crematory, Fresh Pond, 
E. i 

Mr. Moller was born in Austria 59 
years ago and came to this country when 
a boy. He started with the Lorsch con- 
cern, beginning as a clerk in the office. 
He later was advanced to a position 
which he held for more than 25 years, 
that of New York City salesman of imita- 
tion stones and imported novelties. For 
a time he was in charge of the bead 
department of the company. 

Deceased was well known to the 
jewelry trade and had earned the high 
regard of his customers as well as of 
his employers. Besides his widow, Mrs. 
Emma Moller, he is survived by a daugh- 
ter, Mrs. Madeleine Holmgren, and a 
mother, who lives in Austria. 


Harry T. Bramer 


BurFaLo, N. Y.—Harry T. Bramer, for 
52 years a jeweler of Attica, N. Y., died 
July 31 after an illness of ten months. 
He was a member of the firm of Bramer, 
Morgan & Redding and was prominent 
in civic and religious activities. Mr. 
Bramer was a former president of the 
Attica Chamber of Commerce and_.a vice 
president of the Citizens’ Bank. 

He is survived by his widow, Mrs. Ida 
Roberts Bramer. 
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Delivery guaranteed within 3 days 


George Palestro 
134 West 23rd St., New York City 
WAtkins 9-8661 


CF HAIRSPRINGS 
Go toa me with your hairspring troubles. 
Just send balance wheel and bridge, stud and 


collet to vibrate. Flat or Breguet hairsprings, 
Swiss and American, all sizes. 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street New York City 





IN PRICE 


ONE ENTIRE FLOOR DEVOTED To 
SAMPLE ROOMS 4¢the new | 


Garon 


HOTEL 
SIZ ST.aid 7H AVENUE 


[OPPOSITE PENNA. R: R:-} 
B. & O. BUSES STOP AT DOOR 
++ NEW YORK++~* 














WHY RUN RISK OF SIZING RINGS? 
Use THE PROTECTION RING GUARD. It has 


an ade ee ee 1200 ROOMS EACH WITH- 
of 14 Kt. gold—1 doz. asst. on card. B ATH, SERVIDOR & RADIO 





LION SAFETY PIN CLUTCH CO., INC. 
se ig A 20 West 22nd St., N. Y. City Or Jobber 
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Sterling Fireless Silver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. ' In BOSTON, It’s 


156-158 Astor St., Newark, N. J. 
All Sterling and Fine Silvers Rolling for the Trade Of, 
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RE BU | LT VEE ay = —— 400 luxurious rooms 


AT KENMORE STATION 


BOSTON, MASSACHUSETTS —each with tub— 





A complete line of Rebuilt ELGIN, WALTHAM and 


ther American standard make watches in new cases. _— 
Hamilton—Illinols—Howard—Elgin 213 2B. R. shower — shampoo 
ases, at ve: Ow a e . 
—— Receipts spray — circulating 
REBUILT JEWELRY CORP. . 
76 Bowery New York city || ice water. 











HAIRSPRINGS 


For accurate service have us vibrate your hair- 
springs. Send your balance wheel, bridge, collet and 
stud. 


We poise every balance wheel. 














G. & M. HAIRSPRING SERVICE 
10 W. 47th St. New York, N. Y. ° a 
Room 1402 Tel. Bryant 9-0258 
Mail orders sent by return mail 
Rates— 
$3.50 single 
REEVE & MITCHELL CO. and up 
SINCE 1898 
=> 


NON-TARNESHING 


FLANNEL BAGS and ROLLS C. P. DODSON 


President 











L110 Sansom Street Philadelphia. Pa. 






































NEW YORK 


Paul Zwick, retail jeweler, has leased 
space at 623 Lexington Ave. 


The Evkob Watch Co. announces the 
removal of its office to Room 1005, 49 
Maiden Lane. 

I. Tannenbaum Co., 42 W. 48th St., 
has changed its firm name and is now 
trading as the Tannenbaum Watch Co., 
Inc., at the same address. 

Samuel Gordon, diamond importer and 
wholesale jeweler of Oklahoma City, 
Okla., recently flew to New York on a 
combined business and pleasure trip. 
He returned home Aug. 10. 

George Frey, sales representative for 
the A. L. Lindroth Co., and the Plainville 
Stock Co., with offices in 21 Maiden Lane, 
will leave Aug. 20 on Western trip with 
new fall lines. 

On Aug. 9 an unsuccessful attempt was 
made to burglarize the offices of N. L. 
Shteinshleifer, refiner and smelter of 
precious metals, 78 Bowery. After blow- 
ing off the combination of one of the 
safes the burglars were frightened away. 

James Farr, well-known’ middle- 
western representative for ‘the Traub 
Mfg. Co., covering the states of Michigan, 
Indiana and Illinois, will hereafter also 
represent Larter & Sons, Newark, N. J., in 
the same territory. 

Window-smashers threw a _ stone 
through the plate glass window of Hoff’s 
jewelry store, 6 Lawton St., New Ro- 
chelle, during the night of Aug. 8 and 
escaped with four wrist watches. Max 
Schmertz, manager of the store valued 
the watches at $100. 

Milton Kramer is now located at 26 
Court St., Brooklyn, and is operating a 
collection agency for out-of-town jewelers 
who have sold customers residing in New 
York City. He traces “skips” of this kind 
for a number of suburban merchants. 
Instead of being a resident buyer, he is a 
resident “collector.”’ 

David Schneider announces that he has 
taken an active interest in the firm of 
Charles Monnat, 55 W. 42d St., manufac- 
turers and importers of the Monnat- 
Geneva resilient mainspring. He will 
soon cover his regular territory. Mr. 
Schneider was formerly connected with 
the Sandvic Watch Spring Co. 

Henry Rothkrug and Paul Goldmuntz 
have formed a corporation under the 
name of Henry Rothkrug & Paul Gold- 
muntz, Inc., and are carrying on a dia- 
mond importing business at 2 W. 46th 
St. Mr. Rothkrug sailed recently to 
Europe for a visit to the foreign gem 
markets. 

Thomas O’Malley,* jewelry salesman, 
With offices at 389 Fifth Ave., reported 
to the Jamaica police on Aug. 3 that two 
suitcases containing jewelry had been 
taken from his automobile which he had 
left parked in front of 164-12 Jamaica 
Ave. Mr. O’Malley valued the stolen 
goods at $915. 

Dewitt C. Middleton, formerly engaged 
in the wholesale jewelry business in New 
York, died Aug. 5 at his home in Water- 
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town, N. Y. He was a former State Con- 
servation Commissioner and was well 
known in financial circles. He operated 
a wholesale jewelry business in the late 
’90’s with his brother, Reuben Scott Mid- 
dleton, at 10 Maiden Lane. 

Patrolman Martin Egan of the Ocean 
Ave. police station, Jersey City, found 
the door of S. Simon’s jewelry store at 604 
Ocean Ave., Jersey City, unlocked, the 
night of Aug. 7. An investigation re- 
vealed that the store had been robbed of 
pearls and watches worth $125. The 








HEADACHES 


—We’ve all heard of the half-witted boy 
who used to whack his own thumb “because 
it felt so good when he stopped.” 

—Silly as this may seem, there’s a thought 
in it for all of us who have been more or less 
manhandled by Old Man Depression. 

—For it will certainly be a grand and glori- 
ous feeling when we come out of the cyclone 
cellar and once again hear the cry “All 
Clear.” 

—A leading industralist tells us: “Two 
and a half years ago we had 40% more orders 
on our books than we could fill. Today we 
are working at only 17% of capacity. When 
we return to 30% of capacity, we'll all be 
excited again. When we get to 50% we 
can make a good profit with our present 
set-up.” 

—Headaches we've all had but we'll sure 
feel good when it’s all over. 


Sect 6 TER 


President. 








burglars left behind in a show case the 
keys to the store and a straw hat. 

Three bandits entered the store of the 
Weinstock Bros. Jewelry Co., Inc., at 37- 
28 82nd St., Jackson Heights, N. Y., at 
6 p. m., Aug. 2, and after binding and 
gagging Samuel Weinstock, a partner in 
the concern, escaped with $600 worth of 
watches and rings. Mr. Weinstock’s 
alacrity in freeing himself and his calls 
for help prevented the marauders from 
taking several ‘thousand dollars in jew- 
elry which was in the store. 

N. J. Stern, head of the firm of Stern 
Bros. & Co. importers and cutters of 
diamonds, 2 W. 46th St., returned from 
Europe Aug. 16 on the Majestic. Mr. 
Stern was away for two months on a 
pleasure and business trip and found 
conditions in Europe little different from 
what they had been reported to be. The 
larger Paris retail jewelers, he said, 
have been less pessimistic than the larger 
ones of this country and not as prone to 
sacrifice goods at reduced prices. 

Drawback allowance has been an- 
nounced by the Treasury Department on 
necklaces and chokers manufactured by 
the Clover Bead & Novelty Co. at its 
factory located in this city, with the use 
of imported loosely strung, knotted, 
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braided, or bulk beads of imitation pearl, 
glass or other substances, with imported 
imitation precious stones, pendants or 
brooches, or with imported spring rings 
or clasps, or with such merchandise when 
in combination with domestic materials; 
and on such manufactured articles after . 
having been dyed by the above company. 

August Kost, Sr., a jeweler in Jersey 
City for 50 years, died Aug. 8 at his 
home, 531 Garfield Ave., that city. Death 
was caused by complications after a long 
illness. Mr. Kost established the busi- 
ness at 650 Newark Ave., Jersey City, 
that is now known as Kost & Baird, Inc. 
He retired from active business six years 
ago. He was a widower. He was born 
in New York City. A son, August Kost, 
Jr., is an optometrist. Mr. Kost is also 
survived by two daughters, Mrs. Eliza- 
beth Kerr and Mrs. Erna Pruden, and 
two sisters, Mrs. Julia Zippel and Mrs. 
Emily Nordisck. 

Isadore Renner, retailer jeweler at 132 
Rivington St. frightened away two 
bandits on Aug. 8 when he smashed the 
plateglass window in his store with his 
fist. His safe contained $40,000 in 
jewelry. Mr. Renner and a customer 
were in the store when the thieves en- 
tered. The jeweler was replacing some 
merchandise in the show case when one 
of the robbers held out a gold watch. 
Mr. Renner told him that he did no re- 
pair work. The man drew a revolver 
while his confederate ran to the rear of 
the shop where the safe is located. The 
jeweler then thrust his fist through the 
window and the bandits fled. Mr. Ren- 
ner described the bandits as being about 
22 years old, Italian in appearance, with 
dark suits and gray fedora hats. 

Colonel Charles J. Dieges, of Dieges & 
Clust, again used his special watch at the 
10th Olympiad recently held in Los 
Angeles. Colonel Dieges, one of the 
authorities and famous expert “watch 
holders” in the United States has held 
the watch at a majority of the sporting 
events in the last 40 years. This was his 
fifth Olympiad since 1914, being three 
times appointed United States representa- 
tive at the London, Antwerp and Amster- 
dam Olympiads. He has several Jurgen- 
sen watches for this work but some time 
ago he was responsible for having a 
special large size, one-tenth-second watch 
constructed under his direction with the 
supervision and cooperation of the 
watchmaking experts. This and the regu- 
lar watches he uses at all important 
meets. 

Charlton & Co., jewelers of New York 
and Paris, will move from their present 
address at 634 Fifth Ave., to new quar- 
ters in the store and basement of the 
building at 656 Fifth Ave., the northwest 
corner of 52nd St., James Todd, president 
of the company, announced recently. The 
lease is for five years and the concern 
will take occupancy on Sept. 1. The new 
store was formerly the location of Lebolt 


(Turn to page 99) 
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It pays Jewelers to sell Sweeps to us 


because we give BETTER RETURNS 


SWEEP SMELTERS. 
BIRMINGHAM, ENG. 
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Don’t fail to visit this splendid hotel where you 
have so many attractions to enjoy —GOLF— 
TENNIS—SWIMMING—BOATING— HIKING 
—RIDING—DANCING EVERY EVENING. 


“Rates that will fit your purse.” 
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CHICAG 


The Rocco & Rizzo Co., 32 N. State St., 
has been incorporated. 

Ned J. Futterer, 1 Fox Promenade, Au- 
rora, Ill., has been succeeded by the 
Martin Jewelry Co. 

Otto Hirt, well-known credit man in 
the trade here for many years, is now 
associated with Jos. Hagn Co. 

Smash-and-grab thieves who broke the 
window of the Edward Kirchberg jewel- 
ry store at 104 N. State St., early Aug. 17, 
escaped with eighteen diamond rings 
worth $300. 

The D. Rosenbloom, Inc., has just been 
organized for the purpose of doing a 
general jewelry and optical business at 
3344 West Roosevelt Road, Chicago. The 
incorporators are David, Maurice and 
Anne Rosenbloom. 

A special tax meeting was held by the 
Chicago Manufacturing Jewelers’ Asso- 
ciation in the Palmer House on the even- 
ing of July 28. In the absence of Presi- 
dent Murray Spain of Spain & Co., Harry 
E. Radix of Thos. J. Dee presided. 

The Chicago office of R. Gsell & Co. 
was removed during July from the 10th 
floor of the Heyworth Building to the 
llth. George Sipple, wholesaler, and E. 
Staehli, watchmaker, who occupied parts 
of the same suite on the 10th floor; also 
removed to the 11th. 

The Josten Mfg. Co., manufacturer 
of fraternity jewelry and emblems, for 
many years located at Owatonna, Minn., 
has established a sales office and sample 
room on the 14th floor of the Pure Oil 
Building at 35 E. Wacker Drive. The 
main office remains at Owatonna. 

F. H. Dillingham, representative of 
F. H. Noble & Co., is traveling westward 
toward the Pacific Coast, with a complete 
line of jewelry boxes, jewelers’ findings 
and many other items of interest to the 
jeweler. Mr. Dillingham states that 
there have been some encouraging signs 
from a number of jewelers regarding 
the fall business. 

Two bandits invaded the store of A. 
Hess & Son located at 2220 W. Madi- 
son St. recently, and after locking 
Adolph Hess and his son, Charles, in a 
rear room escaped with about $4500 
worth of watches, diamonds and jewelry. 
The bandits tied the jewelers and locked 
the door and spent nearly half an hour 
selecting what they desired. 

The wholesale jewelers of Chicago 
held their annual meeting on Aug. 16 at 
their headquarters, 5 S. Wabash Ave. 
Only routine business was transacted and 
plans for the 1933 activities will be taken 

“up later. All officers were re-elected as 
follows: President A. J. Oppenheim, 
of Block-Weinfeld Co.; vice-president. 
Wilder Harris, of The Ball Co.; treas- 
urer, John Leiner, of Benj. Allen Co.; 
secretary, Charles Brown, of Stein & 
Ellbogen Co.; financial secretary, Her- 
man Hirsch, of A. Hirsch & Co.; assistant 
_ Secretary, Louis Goldman. 
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The Chicago Gift Show at the Mer- 
chandise Mart proved to be such a great 
success from the standpoint of both the 
buyer and the exhibitor that the Gifts, 
Art Wares and Novelties Association has 
contracted for 500,000 more feet for the 
February show. The buyers came in to 
the show in greater numbers than the 
most optimistic anticipated, and placed 
orders that were highly encouraging to 
the manufacturers and their representa- 
tives. ‘Reports from exhibitors,” said W. 
C. Owen, chairman of the board of di- 








HEADS UP, BUSINESS MEN! 


— Our law-makers “up on the hill,” as they 
express it in Washington, haven’ rendered a 
very satisfactory account of themselves dur- 
= the most trying months of our economic 
illness. 


— Our bankers, who we usually look to for 
hope and a helping hand in times of stress, 
have certainly made a mess of it, to say the 
least. 


— American Business, on the other hand, 
has won new laurels for its willingness to face 
facts and to adjust itself to changing condi- 
tions. If Business could be given complete 
control of the present situation, without the 
reactionary influences of Congress and Bank- 
ing, it wouldn’t be long before we would 
really “turn the corner.” 

— Criticize Congress and the Bankers all 
you will. They undoubtedly deserve it. But 
pin your hopes for future prosperity on the 
courage and creative genius of American Bus- 
iness which is doing a real job in the way of 
housecleaning and prosperity-preparing. 





rectors, “indicate a much improved atti- 
tude on the part of the buyers. They 
are in a buying mood and need merchan- 
dise to fill their empty shelves. They are 
interested, of course, in the new things, 
but are also stocking staple items in a 
much more complete way than they have 
for months. The experience of a number 
of exhibitors has been that there is a de- 
cided interest in better merchandise.” 


New York Diamond Salesman Robbed 


CINCINNATI, On10.—One of the largest 
diamond thefts of recent years was being 
investigated by the police of several cities 
and railroad authorities following a re- 
port made to Cincinnati officials by Josh 
F. Crohn, salesman for Hugo Oppenheim 
& Co., New York. Mr. Crohn arrived 
at the Netherland Plaza Hotel in the 
“Queen City” Aug. 17 accompanied by 
Stephen A. Oppenheim, son of the head 
of the firm. The two left Pittsburgh 
Tuesday night and reached the “Queen 
City” the following morning. When 
Crohn opened the trunk he found the 
brief case containing two wallets of loose 
diamonds had disappeared. ‘The dia- 
monds were valued at $90,000, according 
to Mr. Crohn. 
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At his office in 20 W. 47th St., New 
York, Mr. Hugo Oppenheim, head of the 
concern, told a JEWELERS’ CIRCULAR rep- 
resentative that the trunk had been 
opened with a duplicate key. His son, 
Stephen A. Oppenheim, had accompanied 
the salesman, Mr. Crohn, on his first trip 
selling to the trade. 

Leaving New York on Monday eve- 
ning, Aug. 15, they worked all day Tues- 
day in Pittsburgh. They left for Cincin- 
nati that night and the following morning 
when the trunk was opened the brief case 
in which two wallets of diamonds had 
been placed was gone. 

Mr. Oppenheim said that the loss was 
covered by insurance. 


Bandits Rob Jeweler 

Los ANGELEs.—Armed with inexpensive 
pistols with which they forced their vic- 
tims to lie on the floor, three bandits on 
Aug. 8 robbed the jewelry store and 
optometrist office of D. L. McCamant and 
Dr. Earl H. Twitchell at 7917 Santa 
Monica Boulevard of jewelry valued at 
$500 and $19 in cash, according to a 
Sheriff's report. 


National Jewelers Mutual Fire Insur- 
ance Co. Holds Quarterly Meeting 


MILWAUKEE.—The quarterly meeting 
of the board of directors of the National 
Jewelers’ Mutual Fire Insurance Co. was 
held at this city recently, President W. H. 
Upmeyer presiding. 

The company completed its 18th year 
on June 1 and figures were presented to 
show the standing of the National Jewel- 
ers’ Mutual as compared with other lead- 
ing mutual companies. 

One of the most interesting facts 
brought out was that of 176 leading 
mutual fire insurance companies reported 
on in Best’s Insurance Reports for 1932. 
Four came through the trying years of 
1930 and 1931 with increases in assets, 
surplus, re-insurance reserves and net 
premiums written, one of the four being 
the National Jewelers’ Mutual Fire In- 
surance Co. 

Dividends returned to policyholders the 
first half of 1932 were $27,446, making 
the total dividends returned to policy- 
holders on fire and windstorm insurance 
to date $476,042. Additional dividends 
to policyholders on automobile and plate 
glass insurance secured through the 
Jewelers’ Mutual bring the total savings 
to policyholders well over the half million 
dollar mark. 

The Board elected the following finance 
committee to serve until July 1, 1933: 
Len M. Nelson, John P. Hess and J. H. 
Stouthamer. This well known company 
has returned dividends of 40 per cent on 
fire policies for 10 years past, previous 
to which it ranged from 20 to 33 1/3 per 
cent. 
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(FANCY SHAPED WATCH CRYSTALS) 
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V.T.F. MIFAN CABINET No. 130 (4 drawer) 1814” Wide, 19” Deep, 5” High 


Cabinet No. 130 (illustrated) contains 492 paper boxes 114”x144"” and 42 boxes 2',”x1!,”". 
Cabinet No. 125 (same as above but 734” high with 7 drawers) contains 864 paper boxes 
14%4,”x14" and 72 boxes 24,”x14". 


THE ABOVE CABINETS CONTAIN MOVABLE PAPER BOXES 





Aseottment OF S52 (Gaiet TNO. TOD) oie osivinca sc nie cnsscrewneaieciew ees ce nevoecue Price $ 41.40 
Apeottmnent GE Fae (ER RIOE DUO. TSS) ooo on. 6tis vciccicocewscsececccsoveesoceve Price $ 69.60 
Assortment of 1080 (Two Cabinets No. 125 or thre¢ Cabinets No. 130).......... Price $104.40 
Assortment of 1634 (Two Cabinets No. 125 or four Cabinets No. 130)........... Price $157.40 
Assortment of 288 (Cabinet No. 100) This Cabinet is 1634” wide, 1414” deep, 614” 

high. There are 288 fixed spaces with curved surfaces...................22: Price $ 26.40 


THE SIMPLE NUMBERING SYSTEM 


KEY LETTER, INDICATING SHAPE 


ONE GLANCE AT aa NO ARBITRARY 
THE LABEL— o MEF. NUMBERS 


wiourstony 22224) usep 


LENGTH WIDTH 
IN TENTHS OF A"%m IN TENTHS OF A "Ym. 


Standardize on V. T. F. 


ORDER THROUGH YOUR JOBBER 


HAMMEL, RIGLANDER-PENNANT CORPORATION 
Exclusive Wholesale Distributors 
NEW YORK, U. S. A. 









































HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from August Issue) 


HEN we have a number of cutter blanks to make, 

what is the best method to follow in preparing the 
blanks for the operation of milling out the tooth spaces? 
Answer—Our first operation will be to face off the 
blanks as smooth as possible on each side. As all of our 
blanks are 4% and 1/16 of an inch in thickness and cut 
from 34-inch rod, they can be gripped in a wheel chuck 
and quickly faced off. We must be sure that the par- 
ticular step in our wheel chuck which we use to grip the 
blank is true; if not, we may readily true it by taking 
a light cut with a sharp, square-cornered tool held in the 


i —_\ 
—a _\ 


slide rest. To face off the blanks, we shall require a 
nose tool with about 5 deg. clearance on each side and 
the end, and about 20 deg. clearance on the top face. 
A tool ground with such clearance angles and held in 
the slide rest will do very smooth turning. We shall also 
require a boring tool to bore out the hole in the center 
of the blank. The boring tool should be square on the 
end with the sides slightly tapered, should have about 
5 deg. clearance on the end and sides and no clearance 
on the top. An added refinement would be to have the 
sides rounded at a point about one-quarter of an inch 
from the end of the tool. This will enable us to bore 
out the hole and round the edges of the blank as required 
in all cutters. 

Fig. 6 shows the above tools with clearance angles 
‘designated. The blanks should be turned or faced off as 
smooth as possible on each side and the holes bored to 
size. As our arbor chuck is .1885 we should bore out 
the center hole to .1875, which will leave us .001 for 
reaming by hand to fit the arbor chuck exactly. This 
final reaming may be done nicely with a round, smooth 
broach, which will leave the hole very smooth. It is very 
important that the blank fits the arbor chuck exactly, 
otherwise we cannot expect our cutters to run true. After 














Fig. 6 
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facing off the sides and boring out the holes, we must 
measure the blanks with a micrometer caliper to deter- 
mine if they are of uniform thickness. This final sizing 
should be done on a lapping plate with flour emery and 
water. 

Out first operation in lapping the blanks will be to 
place a small amount of flour emery, with enough water 
to.make it work freely, on the lapping plate and then 
rub the blank on the lapping with short, circular motions. 
Each side should be lapped perfectly smooth. Then we 
may wash the blank clean and be careful there are no 
particles of emery left on it. Now we will apply the 
micrometer caliper to the blank and determine if the 
thickness is uniform. We will assume that one edge of 
the blank measures .127 and the opposite side measures 
.126. Then we place the blank on the lap again and 
apply most of the pressure to the thick side. Careful 
manipulation and frequent measurement will enable us 
to finally l4p the blank to exactly .125 or .0625. It is not 
essential that the blanks be exactly 4% or 1/16 of an inch 
in thickness. 

The above methods should be carefully followed with 
each blank. Of course, the blanks will have to be 
slightly lapped after the cutters are hardened and tem- 
pered, but we must have the blanks true for the space 
milling operations, otherwise we cannot expect to produce 
a first-class cutter. 

Assuming that all of the blanks have been faced, bored 
and lapped, then we shall place as many as possible on our 
arbor chuck and turn them on the edge until the diameter 
is exactly five-eighths of an inch. An arbor chuck for 
this purpose to be efficient should be made with a space 
for blanks at least one-half inch in length, then we may 
place a number of blanks on the chuck and turn them at 
one operation, and we can do our milling in quantities 
in the same manner. 


REVIOUSLY we spoke of looking over a lot of old 

winding and setting wheels and selecting various sizes 

of tooth curves to use in connection with our little form- 

ing tool. Assuming that we have selected a dozen wheels 

of various curves, how shall we proceed to prepare them 
for use in our attachment? 

Answer—Our first operation will be to anneal the steel 








THE JEWELERS’ CIRCULAR 


NEW BUSINESS 





This sign has resulted in 
new business, new cus- 
tomers and a good-will 


builder. 


Jewelers are shipping 
large lots of old gold to- 
day and report excellent 
results. 
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wheels in order to saw out the section required. ‘The 
annealing may be quickly and efficiently done by placing 
the entire lot in a small iron pan and heating to a cherry 
red. ‘Then remove from the flame and sprinkle sawdust 
on the lot as they cool. When steel is red, or nearly red, 
it will cause the sawdust to spark, but as the steel gradu- 
ally cools, the sawdust will cease sparking and will simply 
char as it touches the hot steel. At the instant that this 
temperature is reached, the steel should be quenched in 
cold water. ‘This method is known as water annealing 
and it renders the steel very soft for cutting, filing, etc. 

Assuming that the steel wheels are properly annealed, 
then we shall select a tooth space that appears to be in 
good condition and saw it out. We will use only one 
tooth space, but we should cut out a section as wide as 
out of the holder, shown in Fig. 3 (see August issue), 
and at least one-quarter of an inch in length, if possible, 
in order to have sufficient stock to work with. We cut 
out the sections in a very accurate manner by making a 
small, straight edge exactly the same width as our holder. 
A pin that will fit into the smallest tooth space we have 
at hand is fitted into the extreme end of the straight edge, 
exactly in the center. To use this straight edge, we sim- 
ply insert the pin into the selected tooth space place, the 
straight edge in the center of the wheel. With a fine- 
pointed scriber, we scribe a line on each side of the 
straight edge. If we cut the section exactly to the line, 
we will have no difficulty in placing the section correctly 
in position in our holder. 

Assuming that we have all of the sections cut out, we 
may harden the lot quickly by placing them in a small 
iron tube. Heat to a full cherry red and quench in cold 
water. Usually we do not “draw” the temper on such 
pieces, but if they seem to be too hard, they may be drawn 
to a light straw color. This may be easily done by plac- 
ing the lot in a small box of white sand, with a bright 
piece of steel laid on top of the sand as an indicator. The 
black scale and color may be readily removed from the 
steel pieces by placing them in dilute hydrochloric acid for 
a few minutes. 

To use these sections, it will be necessary to sharpen 
them, which may be easily done by placing them on the 
oilstone and rubbing them a few strokes with the tip of 
the finger. We only face off one side, so we can quickly 
select the sharpened side when required. 


SSUMING that we have all of the sections properly 
hardened and sharpened, how shall we proceed to 
form our cutter blanks with them? 
Answer—Our cutter blanks have all been turned and 
lapped to uniform thickness and turned to the correct 
diameter. We may now place a single blank in the cutter 
arbor and produce the correct form with the aid of our 
little forming tools. We should strike to place the form 
of the tooth curves in the center of the cutter blank; 
therefore, the first step should be to turn the blank to 
V-shape edge with the point in the center. We may do 
this quickly with a hand graver sharpened to a V-point. 
Then we may use a round-pointed graver and turn the 
blank as closely as possible to form, using the little form- 
ing tool simply as a gage. To produce the exact form 
required, we shall mount the section in our holder and 
place it in the tool post of the slide rest. It is very essen- 
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tial that the top of the forming tool (in this case, the 
top of the section) be set exactly radial with the center 
of the blank, for if we set the forming tool above or be- 
low center, we will change the form of the tooth curve. 
We must also set the forming tool so that the tooth curve 
is exactly parallel with cutter blank, otherwise we will 
produce a form that is not parallel with the sides of the 
blank. 

In using this style of forming tool, we should bear in 
mind that it will not stand heavy cuts, such as may be 
done with a manter former ; therefore, we should be care- 
ful with it. With the aid of a glass, we may bring the 
forming tool to the required position and slowly drive it 
against the cutter blank. We may readily observe when 
the complete form is produced. 

No matter how carefully we perform the forming op- 
erations, we will observe small lines or tool marks in the 
finishing form. These cannot be avoided in any turning 
operations of this character, but they may be eliminated 
to a great extent by carefully burnishing. For this pur- 
pose we shall require a small round-nosed burnisher, 
rounded sufficiently to fit the form. It need not be ex- 
actly a fit as it is used as a hand tool. We remove the 
slide rest and use the T-rest when burnishing. A small 
amount of oil is applied to the cutter blank and the lathe 
is run at a slow speed. By using the glass and running 
the burnisher carefully over the finished form, we may 
smooth most of the tool marks without changing the form 
to any appreciable extent. 

As far as the form of the cutter blank is concerned, we 
are finished with the particular blank. We may now lay 
it aside and proceed to produce the forms on all of the 
other blanks we have on hand. Each blank should be 
finished very carefully, as they will be valuable tools, will 
last us a long time. 

(To be continued) 





Swiss Chronometers Beat Records in 
Observatory Trials 


(From Journal Suisse D’Horlogerie) 


The most recent results of the Geneva and Neuchatel 
Observatory trials have surprised experts and public alike. 
At Geneva all previous records have been broken. A 
striking feature was the fact that the record for group 
trial B was beaten by three chronometers issuing from 
three different factories: Omega-Geneva, Patek-Philippe 
& Co. and Vacheron & Constantin. This is a unique 
performance in the annals of the so well renowned Geneva 
contests. 

At Neuchatel, the best marking is the highest registered 
since the adoption in 1922 of the new marking formula. 
A Zenith chronometer secured this record. The results 
of the best firms, Movado, Solvil-Paul Ditisheim, Buhre, 
Barbezat-Bole, as well as the success of the Nardin ma- 
rine chronometers, were favorably stressed in the official 
report of the Neuchatel observatory. 

And while on the subject of chronometer trials, let us 
not omit to mention the brilliant results secured by 
Longines at the last trials held by the National Physical 
Laboratory at Teddington: First and second places were 
taken by two chronometers out of the renowned St. Imier 
factory, with 28 Longines out of the first 50 listed. 
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“Jor Best CASH 


Returns at Highest 
Market Prices 


Send Your Old Gold- 
Silver and Platinum 


to @ 


{- : 
JOLDSMITH BROS. 
SMELTING & REFINING CO. 





>. Established 1867 
i 5N.Wabash Avenue 74 W.46* Street 
| Chicago New York 





Upon request we will send to any jeweler free, with 
our compliments, one of our attractive counter or 
window signs reading: “WE B D GOLD, 
SILVER AND PLATINUM.” Display this sign and 
it will stimulate your old gold business. Just address 


Goldsmith Bros. Smelting & Refining Company, 5 
= — Avenue, Chicago, or 74 W. 46th St., New 
ork. 
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For Small Quantity Melting of Silver and 
Gold without the Use of a Furnace 
Best results .... largest savings in time and 
money .... by using Dica Crucibles when 
melting Gold and Silver. 
Quicker melts and cleaner castings. Espe- 
cially designed for easy pouring, best flame 


action and free draft. Very durable... . 
they last longer. Ask your dealer. 


BINNEY & SMITH CO. 


41 East 42nd Street, New York, N. Y. 
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Buy American Made 


WATCH OIL 


Vye prepares a special oil for 
wrist watches 


BRACELET 
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ORDER from your JOBBER 


William F. Nye. Inc. 
New Bedford 








ANNOUNCING THE NEW 
RELIANCE RING GUARD 


made in all sizes, in White, Green and 
Yellow Gold Filled at Prices to Suit 
the Times. Mounted on attractive 
display cards. 


Order Through Your Wholesaler 


STRONGHOLD RING GUARD CO. 
406 East 149th St., New York, N. Y. 








Ideal for the repair bench. Fine for 
white gold, silver, platinum, novelties, 
etc. Soldering can be done close to 
the stone. 


ce Albany Street 


New York City 
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| Olympic Timers Supplied by 


Los Angeles Jewelers 


No small part in 


the magnificent success of the Olympic Games at Los 
Angeles was the contribution of the jewelry industry, 
which through the foresight of an alert local firm sup- 
plied the games with highly accurate, certified timers for 
all athletic events. Behind this astute move was two 
years of effort and extensive correspondence abroad as 
well as conviction of national athletic officials of the al- 
truistic motive prompting the then considered generous 
offer. 

Timers for the games, 30 in number and each bearing 
certificates of the Astronomical Observatory of Neuchatel, 
Switzerland, as accurate to within one one-hundredth 
(1/100) of a second, were supplied gratis by the Donavan 
& Seamans Co., long established jewelry firm of Los An- 
geles. The instruments were products of the Omega 
Watch Co., Bienne, Switzerland, which from the begin- 
ning cooperated handsomely with its Los Angeles repre- 
sentatives. 

In model and design the timers are one-tenth second, 
split second, 21 jewels, in double nickel case and measur- 
ing 26 lines, or 58 mms. Each is numbered by case, move- 
ment and separately as an Olympic Games instrument. 

Use of the official Olympic timer as provided by the 
United States in one-tenth second, split second design 
marked the first occasion Games events were timed in 
tenth seconds for events up to the 400-meter run, a further 
distinction to the Los Angeles Games. 

Most distinctive to the eight months’ time required for 
the production of the Olympic timers was the infinite 
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pains taken for their accurate adjustment and certification 
before delivery. In special correspondence to the Dona- 
van & Seamans Co. of Los Angeles, through the offices 
of J. R. Wood & Son, United States representatives, 
this is described by Dr. L. Arndt, distinguished director 
of the Astronomical Observatory of Neuchatel, Switzer- 
land. Dr. Arndt states first that the chronometrical ob- 
servation of the timers was based on totally different 
methods to those used in the observation of observatory 
chronometers. He describes Neuchatel Observatory as 
possessing three astronomical clocks set up in an under- 
ground vault that is in a room with a constantly even 
temperature of 15 deg. C., with the clocks themselves 
inside a glass cabinet where the atmospheric pressure al- 
ways remains unchanged, so that the clocks are submitted 
to no external influences. Dr. Arndt continues: 


4d 

The proper performance 
of these clocks is controlled by means of astronomical _ob- 
servations with a meridian telescope. These observations 
are again checked by means of radio telegraphy, the ob- 
servatory getting exact time from Continental and other 
observatories. As a matter of fact, these clocks do not 
vary more than a few hundredths of a second a month. 
“The time of one of these clocks is relayed to an ob- 
servation clock standing in the observatory’s laboratory 
and which is connected to an electrical chronograph “time 
tape recorder.” It was by means of this electrical chron- 

ograph that the 30 timers were tested. 
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Special Notices 


Payable invariably in advance. 

Rates under headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 


tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 


Circular. 

In answering ads, do not enclose origi- 
nal letters of recommendations, send 
duplicates. 

To avoid unnecessary correspondence 
mention your location in the advertise- 
ment. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 


EXPERIENCED WATCHMAKER wants 
job ; diamond setter and plain engraver ; 
married, age 38. ‘“‘Watchmaker,” care 
Alabama Jewelry Co., Greenville, Ala. 





MIDDLE-AGED WATCHMAKER, | re- 
pairs any make of watch; name wages 
you wish to pay. Address ‘Watch- 
maker,” 36 Sec. St., Greensburg, Pa. 





JEWELER, good fast workman on em- 
blem rings, ensemble rings, also any 
kind of repair work, wants position; 
willing to invest $500-$750. Address 
“T., 8102,” care Jewelers’ Circular. 





.SALESMAN, fine watches and jewelry; 


long experience; strong following, bet- 
ter trade, East and Middle West. Ad- 
— “A,, 8164,” care Jewelers’ Circu- 
ar. 





EXPERT POLISHER on platinum or gold 
jewelry ; many years of experience; ex- 
cellent workmanship guaranteed. Ad- 
— “D., 8211,” care Jewelers’ Circu- 
ar. 





DESIGNER AND MODELER of fine quali- 
ty platinum jewelry, desires a position 
with a reliable concern ; best references. 
oe “L., 8226,” care Jewelers’ Cir- 
cular. : 





YOUNG JEWELER AND SETTER, de- 
sires position; steady and reliable; rea- 
sonable salary; will go anywhere; ref- 
erences furnished. Address “G., 8221,” 
care Jewelers’ Circular. 





PLATINUM JEWELER, good on gold 
work as well as repairing and diamond 
setting if necessary, wishes position. B. 
Hechtman, 1560 St. Marks Ave., Brook- 
lyn, NN. Y. 





DIAMOND SETTER and A-1 jeweler, 21 
years’ experience in shop and store; 
best references ; German, age 36; prefer 
South or Southwest. Address ‘“Q., 
8235,” care Jewelers’ Circular. 





SALESMAN or assistant manager, 15 
years’ experience ; past ten years depart- 
ment manager, one of South’s largest 
jewelers; best references. Address “G., 
8217,”’ care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





BOOKKEEPER, TYPIST, 10 years’ 
jewelry and watch experience ; complete 
charge. Address “T., 8306,” care Jewel- 
ers’ Circular. 





WANTED, POSITION as watchmaker and 
jeweler; 14 years’ experience. Address 
J. Edward Harney, Fair Haven, Ver- 
mont, 





JEWELRY POLISHER and _iapper, 
colorer and plater; one of the best; 
prepares own solutions. Address ‘“B., 
8210,” care Jewelers’ Circular. 





YOUNG LADY, eight years’ experience in 
jobbing jewelry line, desires position as 
order and repair clerk. Address “C., 
8212,” care Jewelers’ Circular. 





WATCH, CLOCK, light jewel repair 
man, good salesman, married, wants 
position at once, Address “H., 8216,” 
care Jewelers’ Circular. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., 37 So. Wabash Ave., 
Chicago, Ill. 





JEWELER, expert on special order work 
and repairing; willing to go anywhere; 
shop or store. Address “D., 8276,” care 
Jewelers’ Circular. 





WANTED, POSITION as watchmaker 
and jeweler; 14 years’ experience. Ad- 
dress J. E. Harvey, 39 River St., Fair 
Haven, Vermont. 





FIRST CLASS WATCHMAKER, 19 years’ 
experience on small wrist and compli- 
cated watches; A 1 references. Address 
“R., 8242,” care Jewelers’ Circular. 





WATCHMAKER, age 25, technical train- 
ing, experienced on Swiss-American and 
railroad watches, light jewelry repair- 
ing; salesman; references. Address 
“N., 8229,” care Jewelers’ Circular. 





WATCHMAKER AND SALESMAN, 30 
years’ experience, all grades watches 
and French clocks, desires position in 
retail store; South preferred. ‘“Experi- 
ence,” 20 Pine St., Norway, Maine. 





BOOKKEEPER, STENOGRAPHER, nine 
years’ experience, complete charge of 
Office; past six years with one concern. 
— “B., 8275,” care Jewelers’ Cir- 
cular. 





RETAIL MANAGING SALESMAN, sales 
producer and live wire, 15 years’ dia- 
mond and jewelry experience; highest 
credentials. Address “A., 8274,” care 
Jewelers’ Circular. 





GENERAL OFFICE WORKER, young 
lady, five years’ experience in factory 
office of manufacturing concern. Miss 
C. Sasloff, 572 E. 2nd St., Brooklyn, 
N. Y. Windsor 8-5926. 





CERTIFIED WATCHMAKER, H.I.A., 
German, 32 years old, 17 years’ experi- 
ence, desires steady position; $30 start; 
best of reference. August Baumgart- 
ner, 119 Offnere St., Portsmouth, O. 





GRADUATE Bowman Technical School, 
Lancaster, Pa.; first class watchmaker, 
plain engraver, 15 years’ experience; 
single; $30 per week. Milton Miller, 
New London, N. C. 





EXPERT watchmaker, jeweler, engraver, 
diamond setter, 28 years’ experience; 
combination or single line; at once; 
South preferred. Address “R., 8252,” 
care Jewelers’ Circular. 





CERTIFIED WATCHMAKER, | single, 
American ; best reference; experience 20 
years, stores and factory ; go anywhere; 
employer set wages. Address Leon 
Bryant, North Reading, Mass. 





WATCHMAKER, jeweler, engraver, sales- 
man with retail store experience and 
school training, desires position; good 
references. Ebert McIlvaine, 608 Wil- 
liam St., Clearfield, Pa. 





BOOKKEEPER AND CASHIER (female), 
many years’ experience in retail jewelry, 
also controlling inventory; top-notch 
references. Address “P., 8239,” care 
Jewelers’ Circular. 





FIRST CLASS WATCHMAKER, can do 
stone setting, jewelry repairing and en- 
graving; will go anywhere in the U. S. 
A.; best of habits and references. Ad- 
dress “V., 8259,” care Jewelers’ Circular, 





WATCH AND CLOCK REPAIRER, mid- 
dle-aged, desires position New England; 
30 years’ experience shop and counter. 
Address “Watches,” 412 Industrial Trtist 
Building, Providence, R. I. 





SALESMAN, New York City, desirés 
jewelry, or gold or silver novelty lines; 

‘long experience; best references. ..Ad- 
—— “X, 8294,” care -Jewelers’ Cir- 
cular. 





OPTOMETRIST, registered in New York, 
excellent refractionist, salesman and ad- 
juster, credit jewelry experience, desires 
position; will go out of town. Address 
“C., 8308,’ care Jewelers’ Circular. 





STORE MANAGER, wideawake pro- 
gressive, chain store experience man- 
agement, sales promotion, credits, col- 
lections, window trimming and adver- 
tising. Address “D., 8026,” care Jewel- 
ers’ Circular. 





A MASTER WORKMAN on watches, 
clocks and jewelry; very fine engraver 
and good on signs and window cards; 
graduate optician, a skilled mechanic; 
salary or commission. §. I. Echel- 
barger, 16 E. South St., York, Pa. 





EXECUTIVE, instalment, Al salesman, 
buyer, window trimmer; check credits, 
eare of collections, advertising, sales 
promotion; seeks connection; reliable 
outfit; salary secondary. Sidney Marks, 
567 W. 170th St., New York. 





BOOST your repair department out of the 
red; I have the ability, personality and 
experience to do it; careful workman- 
ship; take full charge; excellent refer- 
ence; salary $50. C. M. Allen, Berwick, 
ra. 





OPEN FOR POSITION, an experienced 
instalment jewelry store manager; can 
handle credits, collections; buy, sell; 
first class references furnished. Ad- 
dress “H., 8223,” care Jewelers’ Circu- 
lar. 





BOOKKEEPER AND STENOGRAPHER, 
young lady, desires position with either 
a jewelry concern or jewelry auction 
house; experienced; excellent refer- 
ences. Address “J., 8224,” care Jewel- 
ers’ Circular. 





ENGRAVER, WATCHMAKER, diamond 
setter and jeweler; first class work- 
man with 20 years’ experience; married ; 
best of references ; Middle West or East 
preferred. Address “R., 8236,” care 
Jewelers’ Circular. 





BOOKKEEPER, TYPIST, saleslady, com- 
plete charge, eight years’ wholesale 
jewelry experience, stock records, re- 
pairs, orders; capable, reliable, willing 
worker; best reference. Address “Q., 
8237,’’ care Jewelers’ Circular. 





RETAIL SALESMAN, 20 years’ experi- 
ence in watches, diamonds and jewelry, 
familiar all details; nice appearance 
and dependable; Al references. Ad- 
ee “A., 8281,” care Jewelers’ Circu- 
ar. 





WELL KNOWN SALESMAN, 38 years 
old, big following with Chicago dealers, 
desires connection with new line, suit- 
able for Chicago 1933 World’s Fair. 
> ries “R., 8291,” care Jewelers’ Cir- 
cular. 








NEW YORK NOTES 


(From page 83) 


& Co., Inc. Mr. Todd told a JEWELERS’ 
CIRCULAR representative that the new 
store will be decorated in the same way 
as the one he is leaving, divided in two 
salons and finished in ivory and gold, 
thus continuing the atmosphere of the 
typical jewelry shop on the Rue de la 
Paix, Paris. The old site of the concern 
is to be improved as part of the Rocke- 
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Broadway, Brooklyn, was awarded first 
prize in a window display contest spon- 
sored by the Broadway Merchants’ Asso- 
ciation of Brooklyn. The presentation of 
the prizes took place Aug. 19. 

Irving H. Kaufman, wholesale jeweler 
and importer, formerly of New York city, 
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and established for the past two years in 
Los Angeles, will arrive in New York on 
Sept. 1. During his stay in New York he 
will make his headquarters at Cooper & 
Brase, 22 W. 48th St. 

Thieves who entered the jewelry store 
of Louis Lehr at 38 Victory Boulevard, 
Tompkinsville, S. I., during the night of 
Aug. 17 got away with 27 small articles 
of jewelry valued at $114.50. The stolen 
articles had been on display in a show- 
case. A large safe which contained more 
valuable jewelry was untouched. 


W. Lichtenfels of the Gemex Co., mak- 
ers of watch attachments, has just re- 
turned from a trip to Pittsburgh, Chicago 
and Canada optimistic as to future con- 
ditions. Business will be better in the 
fall, he states, not only because replenish- 
ments are necessary, but consumers them- 
selves seem to show more willingness to 
buy. ‘To meet these new conditions the 
Gemex Co. has introduced about twenty- 
five new creations in chromium and 
rhodium finishes, and corona gold en- 
cased. 

Benjamin Fabrikant, manufacturing 
jeweler at 125 Canal St., was recently 
held up and robbed of jewelry worth 
between $10,000 and $13,000 while he 
was waiting in his automobile at 15th 
St. and First Ave. for the lights to 
change. Two men climbed into the car 
with him and ordered him to drive to 
528 E. 18th St., where they handcuffed 
‘him to a bannister on the second floor. 
The bandits then drove off in his car 
taking also the satchel of jewelry which 
Mr. Fabrikant had with him. The auto- 
mobile was found abandoned later. A 
policeman found Mr. Fabrikant soon 
after and released him. The loss was 
covered by insurance. 

Robert C. Nelson, race track man who 
was convicted a year ago on a charge 
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of criminally receiving two diamond 
bracelets worth $3,000 alleged to have 
been stolen in June, 1930, from the home 
of Mrs. Verna Pearson, Margate, N. J., 
has asked for a new trial through his 
attorney, Samuel Segal. Judge Cornelius 
F. Collins reserved decision in General 
Sessions on the motion on Aug. 19. Nel- 
son’s arrest was brought about by the 
recovery of $300,000 worth of stolen 
jewelry at the Hotel Commodore in May, 
1930, when Acting Captain Oliver of the 
New York police broke in one of the 
doors and interrupted the transfer of the 
gems. Nelson was sentenced to from 
four to eight years in Sing Sing but was 
released in $85,000 bail on a writ of 
reasonable doubt. Mr. Segal contended 
that the diamonds in one of the brace- 
lets were discovered to weigh less than 
nine carats, while Mrs. Pearson, in her 
testimony at the Nelson trial, swore they 
weighed more than 11 carats. The law- 
yer further announced that he had evi- 
dence the second bracelet was not the 
property of Mrs. Pearson, but had been 
pledged for a loan in a pawnbroker’s 
establishment before the burglary. He 
insisted Mrs. Pearson was mistaken in 
her identification of the bracelets. 


J. Joel Bentley has recently joined the 
force of Paul-McCourt Co., Boston, 
Mass., formerly A. Paul & Co. This 
company was reorganized last year by 
Jesse E. McCourt, who has been connected 
with jewelry and watch trade for many 
years. Mr. Bentley will continue his 
residence in Syracuse, where he formerly 
was connected with The W. P. Hitchcock 
Co. as secretary of the company, jewelry 
buyer and salesmanager, and will cover 
his former territory. 
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William H. Story 


Hitisporo, N. H.—William H. Story, 
for many years in the jewelry business 
here and the last Civil War veteran of 
this town, died Friday evening, July 29, 
at his home on Church St., having been 
in failing health for some time, aged 93 
years. 

Mr. Story was born in Croydon Oct. 7, 
1838. He came to Hillsboro in 1857. 
After service during the Civil War he 
returned here and engaged in business. 
He held several local offices. 

He is survived by one daughter, three 
sons, one sister and several grand-chil- 
dren and great-grand-children. 


Isadore Sagorsky 


PHILADELPHIA.—Isadore Sagorsky, jew- 
eler at 1015 Jefferson St., this city, was 
found dead in his bedroom at his home, 
5932 Walnut St., by his wife early the 
morning of Aug. 9. He had been ill for 
several months. 

The deceased was a well-known Jewish 
welfare worker, a director of the West 
Philadelphia Jewish Community Center 
and a founder of the Beth El Congrega- 
tion. 

He is survived by his widow, a son, 
Morton, who was associated with him in 
the jewelry business and a daughter, 
Mrs. Alexander Rovin. 


E. B. Richards Co., a new Attleboro 
bracelet manufacturing house which has 
emerged from Smith & Crosby, is estab- 
lished in the D. E. Makepeace building. 
It is filling orders for S. & C. bracelets 
from samples in the possession of whole- 
salers. Partners are Charles A. Lee and 
E. B. Richards. 
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WHEN ONE-TENTH OF A SECOND 
MEANS WORLD'S RECORDS— 
OMEGA IS CHOSEN! 


Picture the Olympic games of 1932—the greatest in 
the history of this sport classic. The prestige of nations 
at stake—record after record broken—Omega time 
accepted without question. 


It is small wonder that Omega was chosen. Year after 
year it has consistently won the highest observatory 
awards. And the exquisite beauty of its many designs 
has given it a style as distinguished as its matchless 
performance. 


Back of this indisputable quality is the Omega selling 





policy. In the face of indiscriminate distribution Omega ee 
has never deviated one iota. Omega watches are 
sold only to reliable and legitimate retail jewelers. 
Olympic Timer Number 24 aya a ae 
Neuchatel Observatory Certificate _ 
dated May 26, 1932 - Ga 
a | Ms, aS 


Official photograph, finish of 200 meter final—giving 
America a new world's record. Timed by Omega. 
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SPECIAL INTRODUCTORY SETS IN TWO FAMOUS | 
INTERNATIONAL STERLING PATTERNS + + + 


JQ2 aff pose lw pice 


These TWO PATTER 


CIRCULAR 1 





MARVELOUS 3 WEEK SALE | 
» + + « BEGAN OCT, Ist 
« ENDS OCT. 2284 


SPECIAL INI 
INTERMATI 













fine lace. Orchid, delicate and luxurious, is one of the 
most perfect of muiern designs. See them—today 







erling Silver 





the Sterling Silver Departmen our fa 
ays wanted. But you must hurry! This A Hint to Men: Qom't let your wife miss 
sale is limited to three weeks. October Ist to October able salé’ Shower this ad! Or du s 
22nd, and at the end of that time these patterns will again yourself, and buy her Christmas present 
be sold at their usual full price 

Orchid and Wedgwood are two of International 


Jn du some thr 


Sterling's lovelest and most ns, Correct 
distinguished, they are appearing un smart tables every 


where. Wedgwood, an Adam design, is as exquisite as 


popular patter 








2o-picce set. The Mewular Pree, ORCHID: 
963.99, WEDCWOOD s400 89975 
Sele Price 





a Os 
: s\n 
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QR. 
When a Sales Idea Makes Such a Howling Success 
IT’S WORTH REPEATING! 


Last spring, International Sterling broke all A dealer in a town of 30,000 sold 18 sets out of 18 


precedents in putting national advertising be- so ¢ £0 « © gee ys See 
hind a special two-weeks sales event. Introduc- “ «© «6 & & 9990 “ 9 * “ * 22 
tory Sets in two International patterns were H « #6 & 4 45990 « 60“ “ “ 60 


offered at 32% to 38% off. And that sales event 
went over so big, dealers from coast to coast 
begged us to stage another like it. For 70% of 
the sets ordered were sold. 


Remember, every set at substantial profit. For 
instance, the 26 piece set of Orchid (regularly 
$63.90) which sells in this event at $39.75 costs 


This fall, Collier’s and the Saturday Evening 
Post will carry full pages telling of a similar sale 
—for three weeks—October Ist to 22nd. This time 
featuring the beautiful Wedgwood and Orchid 
patterns. This time at an even 38% off on both 
patterns. This time with the enthusiastic sup- 
port of scores of dealers who know this plan 
works. For here are some typical cases last spring! 


you (net) only $23.85! Write for the full details 
on 26 and 38 piece sets. And, note, too—every 
woman who buys one of these sets is pretty cer- 
tain to “fill in” her set later, at regular prices. 
Write for details at once. Let us tell you of free 
newspaper mats, free window and counter cards. 
Inexpensive folders to mail out. Don’t delay. 





INTERNATIONAL SILVER CO. 


STERLING SILVER DIVISION 
WALLINGFORD, CONN. 
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“Why don’t you get those things from Forstner?”’ 








O you know that we make eight 
different types of chains? That 
we manufacture what many call “the 
best line of low-priced costume jewelry 
on the market’? That we operate in 
seven different materials—though cer- 
tain articles are made in certain quali- 
ties only? 


Our lines are known to be reliable from 
the quality standpoint, dependable from 
the sales standpoint, and correctly priced. 


We solicit the business of all well rated 
wholesalers and legitimate manufacturers. 





WHAT 
WE 
MAKE 


Key Chains 
Waldemar Chains 
Vest Chains 
Dickens Chains 
Sport Chains 
Belt Chains 

Neck Chains 


Sautoir Chains 

plus 
what our customers 
call the best line of 
low-priced Costume 
Jewelry on the mar- 
ket. 





WHAT 
MATERIALS 
WE USE 


Sterling Silver 


Forstners 1/10-14Kt. 
Gold Filled 


Union 1/20-12Kt. 
Gold Filled 


W*F 1/40-12Kt. 
Gold Filled 


Numium: White 
metal 
throughout, dipped 
in platinum solution 


Radio: Special Pro- 
cess Electroplate 


Brass Colored 











SELLING TO WHOLESALERS AND LEGITIMATE MANUFACTURERS ONLY 


FORSTNER CHAIN CORP. 


IRVINGTON, NEW JERSEY 
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DIRECT IMPORTERS 


All qualities, shapes and sizes 
Your inquiries are invited 


AWE UIMAY SI TIB Ly) 
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__214-216 South Warren St 
SYRACUSE. N.Y. 
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A IMPORTED =. 
“£1 « JACQUES” TUBULAR CHIME HALL ==" 


AND 


“CELEBRATE” MANTEL CHIME CLOCKS 


IN POPULAR DESIGNS AND SIZES 
SOLID MAHOGANY CASES 


Immediate Delivery from Stock 
at Unprecedented Prices 





Unsurpassed Workmanship 
Interchangeable Parts 





The Charming Tone-Quality 
of the Melodious Westminster 
and Trinity (Copyrighted) Chimes 
Can Be Secured Only in 
These High Grade Key Wound, 
Three Train Movements. 








Also Hall Clocks with 
3 and 7 Different Chimes 








Write for Illustrations & Quotations 





GEO. BORGFELDT & CO. 


44-60 EAST 23rd ST. 


CORNER 4th AVE. ez 
NEW YORK — 
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Everything in Precious Metal for the 
Manufacturing Jeweler 


30 Church St., 
New York 


UR ability to supply the manufacturer with everything he needs in 
precious metal has always been a matter of pride with us. But, we have 
not been content with that. For many years we have been the leaders 
in the production of new styles in wedding ring blanks and settings. 
Our designs are created always with definite knowledge of the mode 
trend of the times. For this reason, good taste is characteristic of 


Baker products. 


We are the originators and pioneers of the rhodium plating process, 


now so widely used. 


If you are interested in this and are consider- 


ing the installation of plating apparatus on a scale, large or small, 


consult with us. 


You will be in touch with the technical men whose 


research and experiment first made rhodium plating possible. 


Among the many things we manufacture, are these: 


ALPHABETS AND NUMERALS 

BALL JOINTS AND SAFETY CATCHES 
CHANNELED WEDDING RING BLANKS 
EMBLEMS AND EMBLEM MATERIAL 
EAR SCREW WIRES AND PARTS 
FANCY SETTINGS 

FLOWERS, LEAVES AND SCROLLS 
GOLD SHEET AND WIRE 

MODERN SQUARE SETTINGS 
PLATINUM SHEET AND WIRE 
PALLADIUM SHEET AND WIRE 
PLATINUM AND GOLD SOLDERS 


RHODIUM, PLATINUM, PALLADIUM 
SOLUTIONS AND SALTS 


RING ORNAMENTS 

RING SHANKS 

ROUND AND OVAL BEADS 

RING TOPS—ALL SHAPES 
STONE BEZELS AND BOXES 
SWIVELS FOR PENDANTS 
SEAMLESS TUBING (Hollow Wire) 
SCARF PIN STEMS AND PIN TONGUES 
350 VARIETIES OF GALLERIES 
WEDDING RING BLANKS 

(Plain, Azured and Fancy Shapes) 


BAKER & CO., INC. 


platinum, gold and silver 
54 Austin St., Newark, N. J. 


760 Market St., 


San Francisco 


55 E. Washington St., 
Chicago 
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ases in the Business Desert! 


PRICE 
ADVANCES! 


Although several silverware manufacturers 
have advanced prices recently, we are 
going to maintain our present low price 
levels for the next four weeks. The early 
buyer will have a distinct advantage over 
his competitors in fall and holiday selling. 


BENEDICT 
—Artwares— 


Benedict presents Oasis—a novel group that produces 
business because it is cunningly designed to fit present- 
day requirements. 


The water pitcher is silver plated. Its desert flower de- 
sign is etched on the four glasses which are equally use- 
ful whether their users are on one side or the other of the 
Great American Issue. You can readily see the possibili- 
ties in this smart set, as gift merchandise. 


Try a set in your own gift section. Order one, with privi- 
lege of return within 4 days after receipt. 


N 

| 

8 Benedict Mfg. Co. 

: Dept. K, E. Syracuse, N. Y. 

: Send me the large photographic Albertype catalog which | will 
g return to you after looking it over. | understand it includes the 
: Oasis, the Arlington and all the other new lines for 1932. 

; eee ie ae anne Geen eM MR ce eee Gree er et Cyr 
: FR NS einer eminent oR Oew RETR deter Ape 
| 

On Oe PEERS IPE ROE LEE a eae Pa, BROT yee 
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formula for 


kaster lurnover 


I eal a formula for faster turnover that gets results: Dis- 
play the merchandise advertised in THE AMERICAN WEEKLY. 





Manufacturers advertise their products in this mighty maga- 
zine principally because it has the world’s greatest circulation. 


Reaching over 5,500,000 families every week, its power is so 
far-reaching that it actually influences the buying habits of one 
out of every five families in the United States. 





Display the merchandise advertised in THE AMERICAN WEEKLY. 
Make its readers your customers, and prove for yourself that 
here is a reliable formula for faster turnover. 








What is The American Weekly? 


The American Weekly is the largest magazine in the world. It is distributed through 
17 great Sunday Newspapers. In 558 of America’s 995 towns and cities of 10,000 
population and over, The American Weekly concentrates 70% of its circulation. 


In each of 136 cities, it reaches one out of every two families 
In 105 more cities, 40% to 50% of the families 

In an additional 153 cities, 30% to 40% 

In another 164 cities, 20% to 30% 


. . and, in addition, more than 1,750,000 families in thousands of other communities, 
large and small, regularly buy and read The American Weekly. 


THEAMERICAN 
THAW eSKDY 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Patmotive Bipc., Caicaco . . . 5 WinTHRop Square, Boston . . . 753 Bonnre Braz, Los ANGELES . . . 222 Monapnock Bipc., San Francisco 
11-250 Generat Motors Bipc., Derrorr . . . 1138 Hanna Buipc., CLevetanD . . . 101 Marretra St., ATLANTA . . . Inrernationat Bipe., St. Lous 





















10 THE JEWELERS’ CIRCULAR September, 1932 


A CNR: etemma 
COM PARE b These New GEMEX Creations 


for APPEARANCE _ qe 3 | 
Q U A L | T 7 ¢ co L | J wi(Lefe ae otienam 


No. 628 
No. 482 
No. 630 
No. 635 


STYLES FOR LADIES 
(Left to Right) 


omen Le) 
No.. 540 
No. 526 
No. 524 


In the new line, we have introduced the Ratchet 
feature in several ladies’ models, thus adding prac- 
ticality to charm. Perfect expansion is another pro- 
ven success in Gemex bracelets. These models are 
all available in Chromium, Rhodium and Corona 
Gold Encased (white, green and natural). 


GEMEX COMPANY 


MAIN OFFICE AND FACTORY 


170 THOMAS ST » NEWARK, N. J. 


BRANCHES: 805 Heyworth Building, Chicago * 704 Market Street, 
San Francisco, Cal. * Canadian Rep: The Electric Chain Company of 
Canada, Ltd., 171 John Street, Toronto 
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Engagementand Wedding 


Ring Ensembles 
ial 





New Creations 


by BRISTOL 





T is with distinct pride 
of accomplishment that 
we add these and other new 
Diamond Ring Ensembles 
to our large line of Wed- 
ding and Engagement 
Rings. ‘These rings are ex- 
quisitely designed, perfect- 
ly matched and set with fine 
selected diamonds. Each 
Ensemble is a smart and an 
individual creation, so 
charmingly finished in 
minutest detail that it will 
please the most critical cus- 
tomer... and, of course, 
they are moderately priced. 
The wedding rings are fur- 
nished completely mounted 
and the engagement rings 
are semi-mounted. We will 
also supply them as mount- 
ings and securely set your 
own diamonds if so desired. 
These. rings are made of 
10% Iridium- Platinum 
and 18K. White Gold. 











CHANNELED 


ROUND DIAMOND 
ENSEMBLES 


SOLD THROUGH 
WHOLESALERS 








CIRCULAR 








BRISTOL SEAMLESS RING Co. 


123 Liberty Street, New York, N. Y. 


11 





“LOVE BIRD” 
STEP RING ENSEMBLE 





“LOVE BIRD” 
CHANNELED ENSEMBLE 


REPRESENTATIVES 
NEW YORK 
B. D. Lessner; A. D. Weinberg 


TRAVELING 
S. C. Steinmann, Eastern States 


MIDWEST 
E. M. Bond, 29 E. Madison St., Chicago 


SAN FRANCISCO 
Alfred H. Bullion Co., Inc.,717 Market St. 
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For More Silverware Sales, 
THE SEAL-BRITE 


TESTED and APPROVED by 





qestedand p APPIOVeG 
SERIALNO, 2149 


b 
Good Housekeeping 
%,, ° Institute we 


Conducted by 
HOUSEKEEPING MACE 
















A revolutionary development in Silverware chests—exclu- 
sively by Community—that now comes to you in every 
Community Plate and Tudor Plate chest. 





The chests are lined in a wide range of richly colorful anti- 
tarnish velveteens that enhance the beauty of the Silverware 
and permit a maximum of eye-pull. 


The New SILVERDOR 
(Seal-Brite Anti-Tarnish) 


Lined with Cerise Velveteen. Finished in a 
rich inlay effect of two-tones of Curly Maple. 
Fitted with Community Plate. 


The chests are cabinet-built of quality woods in natural col- 
ors, and designed to be a harmonious and permanent part of 


None Genuine 
Without 
This Seal => 








The New PARK LANE Chest 
(Seal-Brite Anti-Tarnish) 


Lined with Cerise Velveteen. Finished in 
warm-toned mahogany effect. Fitted with 
Community Plate. 


The New Free MANOR Chest 


(Seal-Brite Anti-Tarnish) 


Lined with Peacock Blue Velveteen. Finished 
in a beautiful effect of natural cherry. Fitted 
with Community Plate. 


COMMUNITY PLATE 


Leadership in Design Authority 
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COMMUNITY Gives You 
ANTI-TARNISH CHEST 





GOOD HOUSEKEEPING INSTITUTE 


The approval of Good Housekeeping In- 
stitute certifies that the specially treated 
linings of Seal-Brite Anti-Tarnish Chests 
contain no harmful materials, and are 
odorless. It also certifies that the Seal-Brite 
construction of the chest combines with the 
specially treated lining to create an effi- 
cient anti-tarnish Silverware container for 
the home. 


the dining room furniture. 


Every chest is racked to accommodate additional pieces be- 
yond the standard sets—to help you build larger units of sale 
—and future sales. 


Community gives you the Seal-Brite Anti-Tarnish Chest as 
an added sales help which you can use to move still more 
Community Plate and Tudor Plate. Write for full details to 
Oneida Community, Ltd., Oneida, New York. 





The New Free CANTERBURY Chest 
(Seal-Brite Anti-Tarnish) 

Lined with Burnt Orange Velveteen. Fin- 

ished in de luxe black, water-marked fabric, 

touched with silver-bright ornament. Fitted 


with Tudor Plate. 





The NEW-HOUSEKEEPING Ches. 
(Seal-Brite Anti-Tarnish) 


Lined with Cerise Velveteen. Finished in ma- 
hogany tones. Fitted with Tudor Plate. 





The New BILTMORE Chest 
(Seal-Brite Anti-Tarnish) 
Lined with Peacock BlueVelveteen. Finished 


in glowing tones of light Walnut. Fitted with 
Tudor Plate. 


TUDOR PLATE 


IOTITONY IE eB 
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BUILD YOUR FUT 


BE OPTIMISTIC 


nd 


URE ON QUALITY 














-e Your buyers this fall will be 


value conscious, rather than those 





who consider price only. 


e This is the time when you 
should capitalize this thought with the 


aid of Larter products. 


e New articles—different designs, 
priced to meet public approval— 
Larter & Sons offer unusual mer- 
chandise in their different lines that 
will prove most profitable to you— 
because of their appeal to your cus- 
tomers as different—smart and repre- 


senting the utmost in Quality Value. 


LARTER & SONS 


88 PARKHURST STREET 
NEWARK, sg 
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THREE THOUSAND YEARS ACO A FRAIL REED 

| WROTE THE BEAUTIFUL HEIROGLYPHS 
Comm — A ae % we q r 
- OF ANCIENT EGYPT 








HICKS 
pencil 
and fen 


With an unbroken record, dur- 
ing the past 95 years, making 
the finest in Pens— Pencils — 
Novelties, Hicks’ still stands 
as the foremost manufacturer, 
featuring exclusive styles and 
unexcelled workmanship. 








Made in Platinum, Gold, Sterl- 
ing Silver, and Gold Filled. 





The wide price range will cover 
all of your customers’ demands. 


“Sold only by Jewelers” 


f Ase 
‘am, | EST. 4 1837 
? <a A P 

)s 


WALTER BEACH HUMPHREY 


WILLIAM S. HICKS’ SONS 


10 AUSTIN STREET NEWARK, N. J. 
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Over 


900,000 


People 


were brought into Jewelry Stores 
by the 


BULOVA 
$10,000.00 


Cash Prize Contest 


another-BULOVA contribution to 
the retail jewelers of America. 






















BULOVA 


4 ' 

, ‘4 
(fi . A WATCH COMPANY 
‘ +4 NEW YORK CITY i“ p 
Qe mo &s 
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Our prices are adjusted so that 
every patron can afford these dis- 
tinguished original precious stone 
pieces. 

° 
Our high standards of quality and 
design have been steadfastly main- 
tained. 

® 


Creations in Chinese Jade, Ame- 

thyst, Carnelian, Lapis, Coral, 

Turquoise, Topaz, Rose Quartz 
and the stones in vogue. 


eo a 


Creators of the Unusual—As Usual 


PRECIOUS STONE JEWELRY 
GOLD and PLATINUM CHAINS 


20 WEST 47th ST., NEW YORK 











CONCESSIONS 
in Price— 
BUT 


NO COMPROMISE 
in Quality 
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“A Flip—and It’s Lit! 


In an opinion handed down on August 23, 1932, by the United States 
Circuit Court of Appeals for the Second Circuit, in the test case of Art Metal 
Works, Inc. vs. Abraham & Straus, Inc., Aronson Patent No. 1,673,727 covering 
our Ronson lighters was adjudicated to be valid and infringed both by the 
so-called Evans “Automatic” Lighter and the Evans “Roller Bearing” Lighter. 


This decision is the culmination of long litigation in which the District 
Court previously had held the Aronson Patent valid and infringed by the Evans 
‘Automatic’ Lighter. The Court of Appeals has now held the Evans “Roller 
Bearing” Lighter also to be an infringement. 


This decision confirms the position which we have always maintained that 
these Evans lighters and others of similar construction constitute infringements 
of our patent. It is now our purpose to proceed with the accounting for profits 
made by infringers and/or the substantial damages to which we have been 
subjected in the past. 


FURTHERMORE WE MUST ADVISE THE TRADE THAT ANY 
FURTHER SALE OF THESE EVANS LIGHTERS OR OTHERS OF SIMILAR 
CONSTRUCTION NOW BECOMES ILLEGAL ACCORDING TO THE 
DECISION OF THE COURT OF APPEALS. 


The purpose of this notice is to acquaint the trade with the situation so 
that they may not unknowingly continue the sale of these Evans Lighters and 
other infringements even if now iy their stock, as it is our purpose to take 
prompt and vigorous action for injunctions and accountings against every con- 
tinued violation of our rights in the sale of infringing articles, whether by 
manufacturers, distributors, jobbers or dealers, who are equally responsible. 


Art Mera Works, INc. 


ONSO 


TRADE MARK REG..FULLY PATENTED..OTHER DATS. PENDING 


Release—and It’s Out!” THE WORLD’S GREATEST LIGHTER 


ART METAL WORKS, INC. 


Main Offices and Factories 
ARONSON SQUARE NEWARK, N. J. 
In Canada: Dominion Art Metal Works, Ltd.. Toronto 












——— 


EVANS LIGHTERS HELD TO INFRINGE RONSON PATENT 


Important Notice to the Trade 


v 
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“RELEASE— 
AND !7’s OuT!”’ 


RONSO N ‘TUXEDO LYTACASE 


“A FLIP= 
AND IT’S Lit?!’ 





Paid. Other Pats. Pdg. Trade Marks Reg. 











No. 14312 Ronson Lighter No. 900 Ronson Perfu-Mist 


Ronson offers you certainty of sale and certainty of profit through 
1. Unparalleled quality. 2. Strict price maintenance. 3. Estab- 
lished consumer demand, the result of constant national advertis- 
ing in a long list of the foremost magazines. Write now for illus- 
trated literature and handsome display cards on Ronson Razors, 
Ronson Lighters, Ronson Tuxedos, Ronson Perfu-Mists. 


ART METAL WORKS, Inc. 


Aronson Square, Newark, N. J. 
In Canada: Dominion Art Metal Works, Ltd., Toronto 
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A MIRACLE 
of SHAVING 
and SAVING 
and PROFIT 

for YOU 












“ROLL THE 
ROLLER FOR 
AN INSTANT 


SELF - SHARPENING ~* 


ONSO 
RAZOR 


PATENTED IN U.S.A. AND ABROAD 





— Shaves and sharpens-razor and sharpener all in one! 
— offers instantly, a freshly sharpened biode for every shave! 
— sharpens all four edges without removing blade from razor! 
— supplies months of perfect shaves from a single blade! 
— may be cleaned after use without taking apart! 


“SHAVES AND SHARPENS" 


The Ronson Sheffield Blade, 
made in England, is a vital 
feature of the Ronson Razor .. 
























—rustless and stainless 
through and through. 

=—double thick, with rein- 
forced shaving edges. 

— hand ground, hand whetted 
and hand stropped. 

— tested on all four edges to 
cut a hair. 

—capable of resharpening 
for months of use. 


Packed complete with 
3 Ronson Sheffield 
Blades, rustless - and 
stainless, in handsome 
gift case, plush lined, 
with monogramshield. 


RONSON PRODUCTS, Inc. 


Aronson Square, Newark, N. J. 
In Canada: Dominion Art Metal Works, Ltd., Toronto 
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BIGNEY’S MIRROR FINISH PRODUCTS 


Bigney’s modernized replica of authentic antique-style jewelry, comprising yellow gold-filled lockets and 
Renaissance bracelets, are exquisite in style and finish. 

Also, the “Ajax” bracelet for men, patented June 21, 1932, and the “Amelia” bracelet for ladies. Fit any 
size wrist. Both have the automatic roller adjustment center catch and the famous Mirror Finish. 

An up-to-date line of chains, knives, buckles, tie clips and costume jewelry, as well. 
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The Ajax The Amelia 
B2222 B2183 
(Pat. June 21, 1932) 


Made in All Colors of Gold 

Filled and in Dove White 

Triple Plate with Automatic 

Roller Adjustment Center 
Catch. 


The Ajax Is Also Furnished 
with Expanding End Hooks, 
If Desired 








Elizabethan Bracelet 
(Small Size) 






Elizabethan Bracelet 
(Medium Size) 





Yellow Gold Filled Yellow Gold _ Filled 

Locket and Chain -e¢Locket and Chain 

with Onyx with Black and White 
Cameo 






Elizabethan Bracelet 
(Large Size) 


Bigney’s Famous Square 
Cornered, Soldered Bos- 
ton Links (Patented) Are 
the Most Staple and Best 
Selling Chains in the 
Country 








SOLD THRU WHOLESALERS 


S. O. BIGNEY CO. 


Factory and Main Office at Attleboro, Mass. 
“The House of Mirror Finish Fame’’ 
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HEREAS the ‘year Nineteen Hundred and Thirty-two marks the cele- 
s bration of the Golden Anniversary of Holmes & Edwards Inlaid, and 






4 | HEREAS, during the’ fifty years of its history, Holmes & Edwards 
YRRE! Inlaid has come to occupy a unique position in the silverware industry, 


@ HEREFORE ir’ has been deemed wise, at this time; to assure’ and 
sell further promote the present outstanding position of the line’ by 
the inauguration of a new selling policy, as follows: ASO? 


SSM) EGINNING July firet, Nineteen Hundred and Thirty-two, 
Holmes 8 Edwards Inlaid Flatware’and Silverplated Hollow- 
fs ware’ will be sold by its makers to retail merchants only, and 

ese the line is withdrawn from wholesale channels and will nor’ 
appear, in the’ future, in wholesale catalogs. AWK 


ASIST OAS 


| HE adoption of this new selling policy is of great’ importance to retail 

Malt silverware’ merchants, as it’ will enable them to prof by the added 
prestige and distinction afforded to a nationally advertised, protected line. 
To the’ retail merchants, therefore, this policy is proclaimed as our’ Golden 
Anniversary Gift. ASSO FAIRY > 


























Ee Silver Company, 
Yas; affixed at’ Meriden, Connecticut, rhis first’ day of July, Nineteen 
Hundred and Thirty-two. 


























*Fiolmes Edwards Bivision 
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WLITY—1932 


To commemorate the Golden Anniversary of Holmes & Hdwards 


Inlaid. To Usher in a New Policy of Direct Selling that will 


make history for every retail silverware merchant. 


Rightly named, “Masterpiece,” this beautiful new pattern is truly the crowning achieve- 
ment of fifty years of silversmithing, a proud name—but a deserved name. Critics 
have already acclaimed it one of the most exquisite they have ever seen. And it's the 
first nationally advertised pattern in all silverware history to be handled directly by the 
retail merchant, and the silverware merchant alone. Now you can stock it—push it—sell 
it—it is profitable—it’s yours! A proud new pattern indeed—with matching hollow- 
ware. Surely Masterpiece—embodies all the grace and glamour of this adorning age. 


Chaste. Charmingly individual. Immediate delivery in flatware and hollowware. 
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ce The matching hollowware in Master. 
— —————e piece is truly lovely. Almost every 
piece is strikingly new in shape. 
Waiters with pierced handles, candle 
sticks with graceful pierced bases— 
all are in keeping, all are truly worthy 

of the name. 





The Mark of the International Silver 
Company — a guarantee of quality 
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THAT WILL MAKE YOUR CUSTOMERS BUY 


During the month of October only, with the purchase 
of either of the following services in Masterpiece 
in the Golden Anniversary Gift Case illustrated 
above, your customer will receive absolutely 
free—six or eight salad forks in Masterpiece. 





With the standard 26-piece ser- _ serviceforeight(8dessertspoons, er has ever had—and the first 
vice for six (6 dessert spoons,6 8 forks, 8 knives, 8 teaspoons, gift offer ever made by— Holmes 
forks,6knives, 6teaspoons, 1 but- 1 butter knife, 1 sugar spoon) |& Edwards Inlaid, an offer on 
ter knife, 1 sugar spoon) she will — she will receive in addition 8 which you make your full regu- 
receive in addition 6 salad forks salad forks, Free. The most lar profit. Order at once—im- 
Free. With the standard 34-piece generous gift offer your custom- _ mediate shipment. 


The Big News Breaks Nationally in October 


Big Magazines — including the Saturday Evening Post — Big 
space, 12,634,570 dramatic advertisements in October alone. 
Introducing Masterpiece and telling your best customers all 


about thisremarkable Free Salad Fork Anniversary Gift Oller. 





And then more advertisements just as compelling — cover 


positions loaded with just as much buy-now appetite, every 
month throughout the Fall. More than 25 million advertise- 
ments in all—and all for authorized dealers. Window cards, 


counter folders, yours for the asking. 


HOLMES & EDWARDS INLAID 


“SOMETHING MORE THAN PLATE” 


International Silver Company— Meriden, Conn. Holmes & Edwards Division 








NEW YORK CHICAGO SAN FRANCISCO ST. LOUIS ATLANTA 
9-19 Maiden Lane Merchandise Mart 150 Post Street Ambassador Building 801 Hurt Building 
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IS A DEFINITE 
CHANGE IN WATCH STRAP DESIGN 


ASON. 


Y, Quality and mechanica| struct- 
ure distinguishes each model. Lj 
the better in a Product, it will give new Momentum 
tO watch strap sales, 


It will 


Soon all Prominent wholesalers will show 
the new fall KESTENMADE line. 


Jewelers who realize that only the newest Creations 


Can at this time enjoy real sales volume, will look 
this line over before buying their watch strap stocks 
for the Coming season. 


ASK Your WHOLESALER To SHOW YOU THE COMPLETE KESTENMADE LINE. 
KESTENMADE 


KESTENMAN BROS. MFG. CO. 


PROVIDENCE, R. |. 
Makers of 


all kinds of Watch Straps 
NEW YORK SAN FRANCISCO 
87 Nassau Street 


CANADA 
Market Street Lorie Ltd., Toronto, Ont. 
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In this space we could show 
a picture of the new catalog 
—but it is so different— 
so striking—so “Nineteen- 
Thirty-Three” in being right 
up to the minute, a picture 
just wouldn’t do the job. 
You will see the book itself 
about Oct. 5th. 


Coupon below. 




















35 East Wacker Drive 


35 E. Wacker Drive, 
CHICAGO 





A. C. BECKEN CO. Send prepaid—New Catalog and Bargain Circulars as issued, J. 


Name ... Pe als ak eer 
Ee ee ea a eT me eee 


Check if you have Optical Dept. (] 


The BECKEN CATALOG 


Will be the sensation of the jewelry 
trade this year—not only because of 
the increased showing of new goods 
or the new low prices— that is ex- 
pected of “the most widely used 


book in the trade’ —the sensation 





will be the catalog itself. 








This 1933 Becken Book with a back ground of 180 years of wholesale 
jewelry experience—the combined years of Otto Young & Co., C. H. 
Knights-Thearle Co., and A. C. Becken Company—will be of greater 
value to you, the retail jeweler, than any other Catalog. 


A. C. BECKEN CO. 


CONTINUING 


OTTO YOUNG & CO., C. H. KNIGHTS-THEARLE CO. 


CHICAGO 


SE i ipanwas 
State .... 
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MANDY & HIAIRMAN 
Merling Sclver 


@ Years of experience and continuous research— 





2 


@ Thousands of tests with the sterling alloy itself and pro- 
duction methods— 


@ Careful study of every requirement of the silversmithing 
industry— 





@ Technical control— 


Explain why Handy & Harman Sterling Silver meets every silversmithing 
requirement at the least expense. 


The same foundation of knowledge and thoroughness of methods accounts 


for the wide recognition and use of Handy & Harman— 


——————————— 


Karat Golds in Silver Solders 


all karats and colors 


Special Compositions 
Gold Solders 


Platinum Metals | 

| “Special Refined” Grain 
Silver Refining Service 
2 \ 








HANDY & HARMAN? 957 WILLIAM ST°N-Y. 
Prectou MeTals. Since 807 











Principal Plant—Bridgeport, Conn. Service Plants— 
425 Richmond St., Providence, R. I. 
82 Fulton St., New York 























is 
‘s 
a 
‘ 
es 
A 
ae 
int 
Fe 
i 
Bl 


28 THE JEWELERS’ CIRCULAR 





September, 1932 





HADLEY 
WATCH ATTACHMENTS 
Lead the Field 


Because of 


1. HADLEY Patented Interchangeable End Hooks 
for Ladies Bracelets. Wearer can change 
Bracelets to suit costume and occasion. Jeweler 
can fit any size watch lug instantly. Less stock- 
on-hand—higher rate of turnover—more Profit. 


. HADLEY Patented Adjustable End hooks for 
Men's Watches—-same End Hooks fitting either 
3/4 inch or 5 8 inch watch lugs. 


. HADLEY Ratchet Folding Center —— originated 
and perfected by Hadley by far the most 
practical and finest appearing on the market 


HADLEYITE—a White Metal— not a Plate 

absolutely non-corrosive under any conditions 
of wear— matches White Gold watch cases. 
A million pieces sold—not one returned. \\ 


. RHODAMANT Precious Finish—ex- 
clusive with Hadley gives superior 
Finish and Wearing Quality to Hadley 
Gold Filled Bracelets. 














---and 


THE HADLEY DISTRIBUTION POLICY 


—framed to protect Wholesale and Retail 
Jewelers fromall ill-advised, unfair and 
destructive practices that may have 
wormed their way into the marketing of 
Watch Attachments. 








Canadian Distributors 
ROLEX WATCH 
COMPANY, Ltd. 

Toronto, Ont., Canada 


THE HADLEY CO:PROVIDENCE:NEW YORK:CHICAGO:LOS ANGELES-:TORONTO 
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OLD-FASHIONED 
y KN Wed will come out 


of hiding to 
be replaced by 


® Read about this startling Trade-In Sale 
of Viande* Knives on the next page 





9-19 Maiden Lane 





September 10th to October Ist . . 2. 2... 1. 


rN Vito late(-wniaelel-erlamecel(= 


that will 





@ DO WOMEN LIKE VIANDE KNIVES? 


We asked hundreds of women recently which they 
preferred—the new Viande style or the regular style. 
82° answered immediately that they liked Viande 
because it is more modern, easier to handle. And 
remember that a large proportion of all hollow 
handle knives sold in 1847 Rogers Bros. Silverplate 


are in the Viande style. 


*pREG. U.S. PAT. OFF. 


The mark of the International Silver 
Company —a guarantee of quality 
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HIs is what we are going to tell women: Bring in your old 
knives —no matter what their age, condition, or cost—your 
silverware merchant will allow you 25 per cent for them on the 


smart, modern Viande knives! 


Will bargain-loving women wrap up their time-worn 
silver knives and bring them in? You know they will. Thou- 
sands of dozens of old-fashioned knives will be traded in for 
new Viande knives between September 10th and October 1st 
when we help you put over this ‘‘trade-in”’ sale. 





And when we say, ‘‘help,’’ we mean close-working coop- 
eration right from the start. Special ‘‘trade-in’’ discount, giving 
you full profit. Special newspaper mats for your advertising. 
Special window trim. A two-page, four-color advertisement 
in America’s best known women’s magazine —the Ladies’ 
Home Journal for October, out September 9th. All six newest 
and most popular 1847 Rogers Bros. patterns are featured. 


See announcement of Second Annual 1847 Roger Bros. Window Display Contest on inside front cover of this publication. 


1IS47 ROGERS BROS 


CHICAGO 
Merchandise Mart 


NEW YORK 


Genuine Original Rogers Silverplate 
A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, 


MERIDEN, CONN. 


SAN FRANCISCO ST. LOUIS ATLANTA 
150 Post Street Ambassador Building Hurt Building 
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Robert Koerber, of Robert Koerber, Inc., Fort 
Wayne, an outstanding jewelry store since 1865— 
has enjoyed the Gruen Franchise for a long period. 











ORE than ever before, today’s 
conditions emphasize the need 


for harmony in the relations of 








manufacturers and the jeweler. 
The retail selling problem is difficult enough 
without the discord of arbitrary attitudes and 





conflicting interests. 


‘The manufacturer and jeweler are partners 
in a venture that has a retail sale as the mutual 
objective. A\nd this retail sale cannot be real- 
ized for the manufacturer if he unwisely puts 
selfish obstacles in the way of his own dealer. 


“The retailer is the ‘neck of the bottle’ in 
consumer sales. And, as this presents today s 
vital problem, | say that manufacturers could 
accelerate retail sales if they would assume 
that the jewelers’ problems were their prin- 





JEWELERS’ 


CIRCULAR 


“A partnership .. . 
will solve today’s 
retailing problems’ 


says ROBERT KOERBER 


cipal problems—and work with their dealers 


accordingly. 


“The supply of merchandise alone is not 
sufficient. The jeweler needs good mer- 
chandise—but it will have to be merchandise 
that can be retailed profitably without un- 
controlled price and competition; the sale of 
which will add to the reputation of the good 


jeweler. 


“Manufacturers who will now receive co- 
operation from jewelers will be those who 
give cooperation. Among these, lines like 
Gruen Watches—which we have featured 
for 27 years—should obtain the support of 
professional jewelers. For we can sell 
Gruen Watches without the risk of injuring 


% ft 
our store reputation. 


WATCHES — 


AT 








GEM SAPPHIRES STAR SAPPHIRES 


GEM EMERALDS STAR RUBIES 
GEM RUBIES 


FINE EMERALDS 
UNUSUALLY PRICED 


Illustrated on the opposite page are some 


rough emeralds recently imported by us. 


These splendid specimens are from the 
only emerald mine now being worked in 
South America, the property of the Co- 
lumbia Emerald Development Corpora- 
tion, for whom we are the sole cutting 


and selling agents. 


We can supply you with what you re- 
quire at most satisfactory prices . . . fine 
emeralds from $10.00 to $3,000.00 per 
carat. We will cut the rough to your 


order without obligation to you. 


Mr. Robert Burnett, our out-of-town 
representative, will call on you this 
month. He has a wonderful collection 


and some surprising values to show you. 


All our gems are purchased direct from the 
mines and cut in our own factory 








ALBERT RAMSAY & CO. 
2 WEST 47th STREET 
NEW YORK CITY 














INDIA 


BOMBAY CALCUTTA RANGOON 
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In 1915 we gave you the first decorated wedding ring, and 
revolutionized styles overnight! ‘There has been nothing 
new in unjeweled wedding rings since that original Orange 
Blossom— now we’ve all been riding the same general 
ornate design too long —there’s a threat of return to the 


plain unprofitable bands — and so... we're taking action! 


THE NEW ORANGE BLOSSOM WEDDING 
RING WILL START ANOTHER TREND! 


It’s ENTIRELY new and different. It’s absolutely through the vehicle of a distinctive, exclusive new 


style-right. We consulted the experts on fashion. style, and a ring which will sell at a reasonable 


Clothes and accessories are to be “feminine but and profitable price. 


not fussy,” for “simplicity and quality are the key- The October Ist Vogue carries our full-page 


notes of the mode.” advertisement, which tells the whole story. But 


The new Orange Blossom ring is an expres- 
sion of this formula. It retains romantic senti- 
ment in its motif ... yet its original technique 
and simplicity of design make it definitely a 
modern, quality item. 

This new departure is more than a ring, it’s an 
opportunity for you to oppose the return of plain, 
unprofitable bands . . . to give 1933 brides smart 


1933 merchandise . . . to thwart price competition 


TRAUB 





you can clip the coupon below and get all the 
details, as well as certain information which is of 
particular importance to you. Address the Traub 


Manufacturing Co., 1934 McGraw Ave., Detroit. 





e Traus Merc. Co., 1934 McGraw Ave., Detroit, Mich. 
I’m interested in jewelry fashions, and the new styles. Please 
send me descriptions, and outline of your plan for the New 


Orange Blossom Ring. 


Neme ____ 


Address —_$___ 
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SOUTHERN ROSE 


MANCHESTER SILVER CO., PROVIDENCE, R. I. 


[Two New Sterling Silver Patterns] 
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FOR 
THE PURITY 

THE QUALITY YOUR 
Se a a ee THe FORM NEEDS 
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PURE SILVER 


Anodes in All Sizes for Plat- 
ing Plates, Sheets, Wire 


STERLING SILVER 


That will meet every requirement of the Silver- 
smith, Jeweler and Novelty Manufacturer. 

Our purpose is to work with you to give you 
Silver most suitable for your production meth- 
ods and the best effects in your finished 


SILVER SOLDERS 


In All Grades for the Arts and 
Trades 


product, 


and in Wire. 








Fireless and thoroughly annealed. 
In Sheet, Strips, Squares, Rectangles, Circles 


Also—A Special Grade for Enameling. 
We Invite Your Trial Orders. 
































A SET OF 6, 8 OR 12 
TUDORWARE SALAD PLATES 


FREE 


WITH EVERY SET OF THE 


NEW JUNE DESIGN 


IN THE 


| HOUSEKEEPING AND BILTMORE 
SEAL-BRITE CHESTS 





TUDOR PLATE—COMMUNITY MADE 
Write NOW! 


A penny postcard will 
bring complete details by return mail. 


J. W. JOHNSON 


ILVERWARE 1 W. 47th 
INCE 1869 STREET 


NEW YORK 


14 MAIDEN 
LANE 














The AMERICAN PLATINUM WORKS 
N. J. R. R. AVE. AT OLIVER STREET 
NEWARK, N. J. 
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“SILKBOUND” 


ROLLS & BAGS 


FOR EFFECTIVELY PACKAGING 


SILVERWARE 


New 1932 shades, also 
standard colors carried in 
stock for immediate de- 
livery. 


EUREKA MFG. COMPANY, INC. 
TAUNTON, MASS. 


Samples and prices will 
be cheerfully submitted 
on receipt of request. 




















1000 BUSINESS CARDS $1-25 








Good quality white card, 1% x 3%4—CARD CASE FREE. 
All orders must accompanied by 25 cents in stamps or 
M. Balance C.O.D. plus Postage. 


WE SPECIALIZE IN INSTALLMENT PLAN FORMS 


Samples—Prices on Request. 





Poster Sales Service, 149 E. Broadway, New York, N.Y. 














INTRODUCTION TO THE 


THEORY OF SPECTACLES 
By PROF. OTTO HENKER 
Valuable to practitioners and students of Optometry and Optics. 
Price $1.50 
THE OPTICAL JOURNAL & REVIEW 
239 West 39th St., New York 








Zebra 


WRAPPING PAP 









































.. these signals emanate from every Jewelry 


Package encased in ZEBRA FIBRE wrapping paper 


Progressive Jewelers realize that fine, rich, 
colorful containers create enhancing back- 
grounds for their merchandise. They materi- 
ally help sales by properly presenting the 


merchandise to prospective purchasers. 


But what about the thousands who do not 
visit your store? It is by exteriors that they 
must judge and here is where your wrapping 
paper can make customers for you. 





The polished surface, pastel colors and strik- 
ing moire design of ZEBRA FIBRE ies a: 
conveys to everyone who sees it the idea of 
quality and dependability which your mer- 
chandise is building for you. 











SELECT ONE OF THE ATTRACTIVE COLORS ON THE FOLLOWING PAGE 











PUT YOUR PACKAGES TO WORK 


ALSO CARRIED IN WHITE 








CORAL AZURE 


Jewelers the country over are “cashing-in” on the 
tremendous circulation their packages secure for 
them by selecting a distinctive wrapping paper. 
This identifies at a glance their merchandise in 
the arms of customers. The public — thousands 


of them are influenced by these packages and soon 





realize that here is a store that merits patronage. 


The fine polished surface, soft pastel colors and rich 
moire design of ZEBRA FIBRE Wrapping Paper 
commands instant attention! Its presence on your 
packages will build confidence in your merchan- 


dise. Attractive packages will attract patronage. 





Why not put your packages to work now? 
Choose a color to your liking and standardize on 
it. Order from your jobber or write us for com- 


plete information. 


Graham Paper Company 


SELLING AGENTS 
St. Louis, Mo. (Home Office) 
Kansas City Chicago New Orleans 








Nashville EI Paso Birmingham 

Denver St. Paul Minneapolis 

Dallas Wichita San Antonio 

Oklahoma City Memphis Houston 
Manufactured by 





Thilmany Pulp and Paper Company 
Kaukauna, Wisconsin 





When writing, mention Jewevers’ Crrcutar 
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SITUATIONS WANTED—Continued 


BOOKKEEPER, SECRETARY, §stenog- 
rapher, thorough knowledge diamond 
importing; capable, reliable; ten years 
in the trade; understands. oriental 
pearls, precious stones. Address “G., 
$289,” care Jewelers’ Circular. 








EXPERIENCED TRAVELER desires to 
confine his activities to Metropolitan 
district, open for representative line, 
commission basis; formerly connected 
prominent concern. Henry Greenthal, 
80 Woodruff Ave., Brooklyn, N. Y 





MANAGER, WATCHMAKER, 25 years’ 
experience, capable of taking charge of 
store or department, wishes position with 
first class store; best references. Ad- 
dress **X.M., 8257,” care Jewelers’ Cir- 
cular. 





PART OR FULL TIME, wanted by ex- 
pert watchmaker and jewelry repairer ; 
20 years’ experience on Swiss and_do- 
mestic watches and clocks; New York 
and vicinity; best references. Address 
“G., 8311,” care Jewelers’ Circular. 





WATCHMAKER, first class work, railroad 
inspection, position work on railroad 
watches, repair both railroad and brace- 
let; own tools; references; manage re- 
pair department. Address “O., 8247,” 
care Jewelers’ Circular. 





FIRST CLASS WATCHMAKER, experi- 
enced on high grade watches and casing, 
30 years’ experience, best references 
from New York City, desires position 
New York or vicinity. Address “M., 
8227,” care Jewelers’ Circular. 





WATCHMAKER, 30, capable’ taking 
charge of watch department, experienced 
on high grade position adjusting and 
small bracelet watches: employed now ; 
best references. Address “E., 8271,” 
care Jewelers’ Circular. 


OFFICE MAN who has had more than 
0 years’ experience in the jewelry 
manufacturing business and with knowl- 
edge of diamonds, colored stones and 
watches. Address “Z., 8305,” care 
Jewelers’ Circular. 





JEWELER, diamond setter, engraver, 
wishes permanent position; experienced 
in platinum work as well as gold on re- 
pairs of all kinds; some knowledge of 
watch work; fine references; married. 
— “H., 8218,” care Jewelers’ Cir- 
cular. 





MANAGER, instalment, several years’ ex- 
perience; A-1 salesman; original win- 
dow trimming ideas; checks credits, 
care of collections, advertising, sales 
promoting; college education; salary 
secondary. Address “F., 8214,” care 
Jewelers’ Circular. 





WATCHMAKER, CLOCKMAKER, 20 
years’ experience, doing general jewelry 
repairing also, wishes permanent posi- 
tion ; can furnish references as to char- 
acter and ability; reasonable salary: 
will go anywhere. Address “Circular 
1398,” 367 W. Adams St., Chicago. 





WATCHMAKER, exceptional experience 
as mechanic, specializing on Swiss and 
bracelet watches, wishes position in store 
where high grade workmanship is re- 
quired; can assume charge of depart- 
ment oras foreman. Address ‘“‘Q., 8240,” 
care Jewelers’ Circular. 





CAPABLE YOUNG WOMAN, thorough ex- 
perience diamond and jewelry lines; 
secretary - bookkeeper, stenographer- 
correspondent ; full charge office ; handle 
stock; general assistant to employer; 
best references. Address “C., 8266,” 
care Jewelers’ Circular. 





WATCHMAKER, age 38, single, European 
training, 24 years’ experience, specialist 
on all makes watches and clocks includ- 
ing railroad, split second, repeater, also 
good salesman, wants a position with 
reliable firm; go anywhere. Address 
“A., 8262,” care Jewelers’ Circular. 





GRADUATE WATCHMAKER, salesman, 
25, excellent appearance, eight years’ 
experience, last two years with one of 
the South’s finest stores; South or West 
preferred. Address “Watchmaker,” 2034 
Colquit, Houston, Texas. 





WATCHMAKER, SALESMAN, married; 
first class, 25 years’ experience on high 
grade watches and bracelet watches; 
also engraver, clock and jewelry re- 
pairer ; best of references. Address “D., 
8269,” care Jewelers’ Circular. 





FIRST CLASS WATCHMAKER, fine me- 
chanic, industrious worker, capable of 
repairing any make or grade watch; 20 
years’ bench experience; plain engraver ; 
neat appearance; sales ability. Address 
“Y., 8264,” care Jewelers’ Circular. 





SITUATION WANTED, by a woman as 
saleslady, repair and general jewelry 
clerk in wholesale and retail; 15 years’ 
experience; can furnish best of refer- 
ence. Address “S., 8298,”’ care Jewelers’ 
Circular. 





SALESMAN, Southern territory, 18 years’ 
connection, desires to connect with good 
lines jewelry or silverware for balance 
of year or permanent; Al references. 
— “T., 8295," care Jewelers’ Cir- 
cular, 





JEWELER AND DIAMOND SETTER, 28 
years’ experience on first-class platinum 
and gold work: capable of doing engrav- 
ing too; married man; best references. 
we “Y., 8302,” care Jewelers’ Cir- 
cular. 





FIRST CLASS WATCHMAKER, fair en- 
graver, salesman, front man, capable 
taking full charge: 16 years’ experi- 
ence; American; desires position at 
once. “Watchmaker,” 8 East Morgan 
St., Raleigh, N. C. 





BOOKKEEPER, STENOGRAPHER, cap- 
able of taking entire charge of office: 
also all factory office details; ten years’ 
practical experience in jewelry line: 
excellent references. Address “A., 8304,” 
care Jewelers’ Circular. 





HIGH GRADE WATCHMAKER, very par- 
ticular mechanic on any grade watches, 
desires position New York or vicinity; 
formerly with American Watch Case 
Co. and Metric Watch Co.; best of refer- 
ences. Joseph Tiburzi, 54 Lafayette 
Ave., Grantwood, N. J 





WATCHMAKER, German-American, age 
38, 20 years’ experience, skilled me- 
chanic on all grades and sizes of do- 
mestic and foreign made watches, de- 
sires permanent position: salary or per- 
centage basis: best references. Address 
“Circular, 1399,” 367 W. Adams St., 
Chicago. 





POLISHER, LAPPER and colorer, A-1 
rapid man, many years’ experience on 
platinum watchcases and bracelets, 
bright striping gold cases, rings, 
jewelry of every description; accept 
steady connection with any concern 
upon full or part time. Address “P., 
8233,” care Jewelers’ Circular. 





INSTALMENT MANAGER SALESMAN, 
15 years’ experience, managing, sales, 
promoting, advertising, credits, collec- 
tions; original ideas that get business: 
tracing skips, window trimming and pur- 
chasing ; real go-getter: fine references. 
— “P., 8250,” care Jewelers’ Cir- 
cular. 





ENGRAVER, experienced on high grade 
letter and monogram work for jewelry 
and silverware, designing, carving and 
general shop engraving: monogram and 
pictorial etching knowledge: three vears 
foreman of largest shop in Middle West: 
married, age 35: samples and refer- 
ences: salary $45. R. S. Metcalfe. 29 
Cole Ave., Pittsfield, Mass. 


SIXTEEN PROFITABLE YEARS with 
one firm. salesman, thoroughly ex- 
perienced in precious stones, loose 
and mounted. watches and jewelry 
and kindred lines; territory, South, 
Southwest and Pacific Coast; large 
and small towns; will consider man- 
ufacturer, importer or jobber: 





reference. Address “B., 8175,” 
care Jewelers’ Circular. 





FIRST CLASS WATCHMAKER, age 28, 


13 years’ experience; repair watches in 
factory-like manner; railroad and wrist 
watches a specialty; jewelry repairing 
and light engraving if necessary; no 
clocks; have own tools; neat appear- 
ance; photo and references; must have 
good light; Colorado or vicinity. Ad- 
ft en “E., 8122,” care Jewelers’ Cir- 
cular. 





SALESMAN having recently closed my 


own business, desire connection with 
high grade firm in the above capacity ; 
9% years as salesman with finest firm 
in the east; also in business five years 
myself; not afraid of executive respon- 
sibilities as I have a thorough knowledge 
of the business; highest references from 
the trade. Address “B., 8265,” care 
Jewelers’ Circular. 





EXECUTIVE, SALESMAN, young mar- 


ried man, valuable sales, executive ex- 
perience, established trade, experienced 
precious, semi-precious stones, loose and 
mounted, watches, jewelry, kindred 
lines; thoroughly capable buying, tak- 
ing charge office or will travel; salary 
no object start, until worth established ; 
highest business ——s references. 
Address “Q., 8290,” care Jewelers’ Cir- 
cular. 





SALESMAN, a number of years with 


Lissauer & Co., seeks connection 
with first class firm; can sell loose 
or mounted diamonds, watches and 
jewelry; have a following in the 
Middle West; unquestionable refer- 
ences as to honesty and ability. 
Jos. Barnet, Box 8273, care Jewel- 
ers’ Circular. 





Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





PREPARE FOR FUTURE PROSPERITY 


on the Pacific Coast; selling organiza- 
tion calling on department stores and 
wholesale trade on Pacific Coast, with 
following of 20 years standing, now 
seeking new selling connections to re- 
place old ones that have liquidated. 
— “A., 8208,” care Jewelers’ Cir- 
cular. 





WESTERN SALESMAN, established trade 


and years of experience, having sold 
American and Swiss watches, diamonds, 
mountings and wedding rings, now open 
for representation with reputable con- 
cern, covering large and small towns 
from Denver to Coast, headquarters Los 
Angeles ; excellent sales records and ref- 
erences. Address “T., 8256,” care 
Jewelers’ Circular. 


Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








SALESMEN, fully experienced, for dif- 


ferent states, to carry side line of qual- 
ity fountain pens, pencils and novelties, 
selling to the best retail jewelers, de- 
partment stores and others; straight 
commission, no drawing account. Ad- 
dress “N., 8244,” care Jewelers’ Circular. 


BHelp Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 











WANTED, FIRST CLASS JEWELER; 


must have good references. Address 
“M., 8228,” care Jewelers’ Circular. 





WANTED, ENGRAVER and _ assistant 


watch and clockmaker. Address “D., 
8284,” care Jewelers’ Circular. 





WANTED by Fifth Avenue upstairs estab- 


lishment, salesman with own clientele 
necessary ; interesting proposition. Ad- 
dress “B., 8307,” care Jewelers’ Circular. 








(Special Notices continued on page 94) 





SoS. 
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HELP WANTED—Continued 





WANTED, MANAGER to take charge of 
credit store; one who understands col- 
lections and_ credits. Address “E., 
$286,” care Jewelers’ Circular. 





WANTED, combination watchmaker and 
optometrist with Tennessee license and 
capital to invest in good business ; some- 
thing worth while. Address “C., 8283,” 
care Jewelers’ Circular. 





WANTED, combination watchmaker and 
optometrist; splendid working condi- 
tions; fine light and well equipped opti- 
+e —— L. A. Hall, Beaufort, 
8. C. 





FOR SALE, jewelry business, best loca- 
tion in good 8000 city, only two stores, 
large territory, in Eastern Iowa; stock 
reduced to $7,800. Address “X., 8261,” 
care Jewelers’ Circular. 





WONDERFUL OPPORTUNITY for live 
wire; $2,000 will buy $10,000 set-up; 
clean stock and fine fixtures; one-half 
cash, balance terms. Sipe buys and sells 
jewelry stores, 2452 Delaware Ave., Buf- 
falo, > 





JEWELRY AND WATCH REPAIRING 
store in Mexico for sale, $7,000; or part- 
nership, $1,000 ; old established big store ; 
healthy mild _ climate. Information, 
Owner, 80 years old, Augusto Niclaus, 
Saltillo, Mexico. 





FIRST CLASS combination watchmaker 
wanted, able to take full charge of re- 
tail jewelry store; state in full qualifi- 
cations, age, experience and wages 
wanted, also languages spoken; steady 
New York City position. Address ‘‘T., 
8299,” care Jewelers’ Circular. 





SALESMAN WANTED to carry our line 
of high class emblem goods in connec- 
tion with other high class non-conflict- 
ing lines, put up compactly and easily 
shown; several territories open; sold 
only to wholesale and retail jewelers. 
— “K., 8213,’ care Jewelers’ Cir- 
cular. 





WANTED, first-class watchmaker, jeweler 
and plain engraver, a man who has sales 
ability, neat appearance, and personal- 
ity; furnish reference and state salary 
expected in first letter ; married man pre- 
ferred ; position open in one of the finest 
stores in Western Massachusetts. Ad- 
dress ‘“‘S., 8254,” care Jewelers’ Circular. 





$2,500 CASH WILL BUY long-established 
jewelry store in Connecticut city of 
35,000 population in heart of business 
section, with modern fixtures and high 
ade stock, or will sell store only with 
xtures for $500; bargain; no auction- 
eers. Address “‘W., 8260,” care Jewel- 
ers’ Circular. 


For Sale. 

Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 














JEWELRY STORE, finest city on Long 
Island Sound; modern fixtures; real op- 
portunity; for sale with or without 
stock. Rutkay, Glen Cove, N. Y. 





SMALL JEWELRY STORE, established 
12 years in best section of Brooklyn; 
cash needed, $1,000; good for watch- 
maker. For particulars write “F., 8287,” 
care Jewelers’ Circular. 





JEWELRY SHOP fully equipped for gold 
and platinum, formerly Echelman & 
Brinker; splendid opportunity; moder- 
ate rent. Apply 1ith floor, 64 Fulton 
St., New York. 





JEWELRY STORE FOR SALE, busy sec- 
tion Bronx, New York City; very rea- 
sonable; very good opportunity for 
watchmaker. Address “U., 8300,” care 
Jewelers’ Circular. 


GOOD INVESTMENT; for sale, estab- 
lished jewelry and repair business in 
Ohio; nice small store, up to date stock 
and fixtures; excellent location near 
University; good stand for watch- 
maker; price very reasonable. Address 
“B., 8282,” care Jewelers’ Circular. 





JEWELRY STORE FOR SALE; fine new 
store up-to-date, established 40 years, 
four miles from Camden in Collings- 
wood, N. J.; population over 14,000; 
good chance for young man who can do 
his own work of repairing watches and 
clocks; also good for optical work, none 
in town; will sell very reasonable; go- 
ins to retire from business. Furman L. 

aw. 





FOR SALE, A. A. Webster Co., jewelry 
store, the oldest jewelers and silver- 
smiths in Brooklyn, located at 487 
Fulton Street, Brooklyn, New York; 
this store is located in the heart of 
the department store district ; direct- 
ly opposite Abraham & Straus and 
next to Oppenheim, Collins & Co.; 
store can be purchased with name 
and stock if desired; complete set 
of modern walnut jewelry fixtures; 
store must be seen to be appreci- 
ated. Communicate direct with A. 
A. Webster Co., Inc., at 487 Fulton 
St., Brooklyn, N. Y. 


Hor Sale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 











SAFE (jeweler’s), $100 delivered. Acme 
Safe Company, 44 West 29th St., New 
York. Bogardus 3252. 





SUBJECT TO PRIOR SALE, absolutely 
new jewelers wall cases; prices lower 
than usually asked for used fixtures. 
Write for description and prices, The 
Quincy Show Case Works, Quincy, III. 





FOR SALE, very reasonable up-to-date 
six jewelers showcases, one wall case. 
Lynbrook Glass Works, 54 Forest Ave., 
Lynbrook, L. I., or C. Feldman, 4214 
3rd Ave., Brooklyn, N. Y., Sunset 6-1245. 





AMERICAN WATCHES, seconds, com- 
plete, Howards, Hamiltons, Elgins, Wal- 
thams, Illinois, South Bends, Burling- 


tons; all grades, all sizes; get our prices. 
son & nterman, 2310 Elm St., Dallas, 
‘ex. 





WE CARRY EVERY CASE for every 
movement in stock; our price for O/S 
cases, round opening, is $1.10; assorted 
gents and ladies cases, $6 dozen; ask 
for free circular of our idea to increase 
sales. Hudson Case Co., 7 E. 42nd St., 
New York. 





UNREDEEMED, 16 size late 992 Hamil- 
tons in original cases, also 16 size Bunn 
Special, $11 each; 16 size Elgin and 
Waltham 21 Jewel complete, $10; 16 
size 17 Jewel Elgin, Waltham, Illinois, 
etc., in new Star railroad model cases, 
$6 each; gents new 15 Jewel strap 
watches complete, $5 each; ladies seven 
Jewel rectangular complete, $4.50 each. 
Max M. Yaeger Co., 18 North 4th St., 
Minneapolis, Minn. 








Business Opportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








EVERY EFFORT is made by the Jewel- 
ers’ Circular to keep its advertising col- 
umns clean. Advertisers under Business 
Opportunities, etc., must furnish trade ref- 
erences. Announcements must pass the 
strict censorship requirements of The 
Jewelers’ Circular. 





DO YOU WANT CASH for any part of 
your stock or stock and fixtures? Write 
or wire S. Siegel & Co., Keith Theater 
Bldg., Cincinnati, Ohio. 








STOCKS BOUGHT, settlements ef. 
fected. Amos Sales Service, Mer- 
chandise and Finance Counselors, 
Auctioneers, Goshen, Indiana. 





WHY FAIL? For 20 years I have turned 
stock into cash without loss. Write Dan 
I. Murray, care of Hotel Alms, Cincin- 
nati, Ohio, sales specialist and auc- 
tioneer. 





WILL TRADE well located rich improved 
Oklahoma farms for jewelry store; 
prospective oil territory; two to thirty 
five thousand dollars. W. C. Hay, 
Haworth, Okla. 





WOULD LIKE TO BUY jewelry store with 
stock, in good condition, and good watch 
repair business, in Detroit, Mich. Ad- 
dress “R. H., 8253,’’ care Jewelers’ Cir- 
cular. 





AUCTION SALES CONDUCTED on a 
10% commission basis; no stock too 
small or too large; if you wish to re- 
tire or raise cash, wire or call us at 
once. Sterns Bros., Auctioneers, Room 
47, Jewelers Bidg., Boston, Mass. 





ROBERT E. JONES & CO., diamond and 
jewelry auctioneers and brokers; per- 
sonality, salesmanship and character 

lus 20 years’ experience; selling for 
etter class stores; wire or write fo) 





dates. 3629 Wabash Ave., Cincinnati, 
Ohio. 
I HAVE PAID the highest cash price 


am a positive buyer if you reall 
want to sell. Isaac Rich, Room 51 
387 Washington St., Boston, Mass. 


for jewelry stores for 40 years; I 
9 





TURN SOME of your diamonds, watches, 
jewelry into quick cash; send us what 
you have, any condition; check by re- 
turn mail; goods held for your ap- 
proval of check; bank references. 
Wilson’s, 3 N. Union St., Pawtucket, 
me fs 





ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, Room 603, 
Province Bldg., Boston, Mass. 





ARE YOU GOING OUT OF BUSINESS? 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; rating and ref- 
erences of the highest order. Van 
Praag & Co., 545 Broadway, New York, 

established 1889. 





HIGHEST CASH PRICES PAID for 
jewelry stocks and fixtures; you 
will benefit by consulting us before 
selling your stock. Brill & Brill, 
Inc., 10 West 47th St., New York, 
N. Y. Telephone Bryant 9-1091. 





GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash; our direct outlet 
enables us to pay you higher prices; 
all communications strictly confidential ; 
bank and trade references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 





HIGHEST CASH PRICES PAID for 
your surplus stock of diamonds, 
watches and jewelry; send your 
stock to me and receive money by 
return mail; national bank refer- 
ences; all business strictly confiden- 
tial. Emil Noel, 29 E. Madison St. 
Chicago, II. 
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BUSINESS OPPORTUNITIES—Cont. 





IF YOU WISH TO RAISE MONEY 
quickly and surely, our dignified, ef- 
fective, personal, modernistic sales ser- 
vice for reliable jewelers will solve 
your problem; or if you wish to sell 
out, we will buy your complete jewelry 
stock and fixtures (large or small), 
and pay best cash price; all communi- 
cations treated in strict confidence. 
Write or wire, Simon Cohen, 527 White 
Building, Buffalo, N. Y. 





WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 
large stock; we see you at our ex- 
pense and give bona fide cash offer; 
(or send surplus stock and get cash 
by return mail); best references. 
Colmes Brothers, 11 Beacon St., 
Boston, Mass. 





GET THE CASH and more, too, from us; 
we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail; no obligation to accept offer, if 
unsatisfactory, but since others have 
been satisfied, you will, too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close 
out, otherwise ship your surplus goods 
and receive cash. Gordon Bros., 18 
Province St., Boston, Mass., formerly 
at 333 Washington St. 





RAISE CASH QUICKLY. We special- 
ize in liquidating part or entire 
jewelry stock at public auction, 
without any financial loss to the 
jeweler; with our method of con- 
ducting a sale, we uphold the repu- 
tation of the jeweler and gain the 
confidence of new customers; high- 
est references furnished. Brill & 
Brill, Inc., 10 West 47th St., New 
York, N. Y. Telephone Bryant 
9.1091. 








Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





WANTED, lathe, motor and first class 
outfit of watchmaker’s tools. Address 
R. E. Wadsworth, 613 Bradley Ave., 
Peoria, Ill. 





A GOOD BUY IS WANTED on a used 
or slightly used engraver’s block includ- 
ing the accessories. Address “O., 
8230,” care Jewelers’ Circular. 





RETAIL watch, clock and jewelry repair 
shop with enough repairing to keep one 
busy ; some good place that a few hun- 
dred dollars will finance. Address “Q., 
8249,” care Jewelers’ Circular. 


Watch Work for the 
Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 











WATCH CASE REPAIRING; exclusive 
case repairers for over 30 years; our 
work costs no more than ordinary 
work. Becker-Heckman Co., 29 East 
Madison, Chicago. 





EXPERT WATCH REPAIRING for the 
trade; work guaranteed; prices very 
reasonable; prompt delivery; out of 
town work given special attention; get 
our prices. H. Izzet, 416 West 129th 
St. (Box No. 10, Station J), New York. 





SEND ALL YOUR WATCH REPAIRS 
to the Factory P. Tieche; jewelry 
repairs; cases, works, dials; quick 
mail service. 99 Nassau St., New 
York, N. Y. 





S. HELFGOTT, high grade watchmaker 
for the trade, specializing in experi- 
mental work, cutting wheels, parts for 
watches, clocks, chronometers and re- 
peaters; satisfaction guaranteed; esti- 
mates upon request. 64 Fulton St., 
New York. 





WATCH REPAIRING—specializing in 
small Swiss watches, repeaters and 
marine chronometers ; reasonable prices, 
prompt service; special attention to out 
of town trade. Alfred S. C. Brancasi, 
101 West 42nd St., New York. 





STEPHEN WOLF, watch repairing to the 
trade, Swiss, nglish and American 
high grade complicated watches; best 
work guaranteed; reasonable ee: 
wheel and pinion cutting. 73-75 Chrystie 
St., New York. 





WALTER J. KLEINLEIN, reliable re- 
pairing, all sizes; chart showing posi- 
tion variation supplied free with each 
adjusted quality watch, American or 
fine Swiss, by author of ‘‘Rules and 
Practice for Adjusting Watches.’’ Com- 
stock Bldg., 209 South High St., Co- 
lumbus, O. 





WATCH REPAIRING TO THE TRADE 
with a guarantee; positively no watch 
cleaning machine used; every move- 
ment taken apart; only experts em- 
ployed; seven day mail order service; 
at it since 1921; let us convince you. 
S. A. hyn & Company (formerly 29 
East Madison St.), now located 55 E. 
Washington St., Chicago, Ill.; members 
National Jewelers Board of Trade. 





WATCH AND CLOCK REPAIRING 
and wheel cutting for the trade; 
five day service; we ship by express 
or air mail for prompt delivery; 
finest work at lowest prices; refer- 
ences submitted. Manna Bros., 140 
W. 42nd St., Times Square, New 
York City. 








Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





ANTIQUE CLOCKS of all kinds repaired, 
parts made to order; clock hands dupli- 
cated; satisfaction guaranteed. A. J. 
Whitehill, 318 So. Main St., Butler, Pa. 





DESIGNING, etching, lettering, sports 
scenes, fine line etching of portraits, 
landscapes, and ornamentation relief or 
intaglio. J. J. Kwik, 512 Franklin 
Ave., Nutley, N. J. 





SPECIAL ORDER WORK, diamond 
mountings and repala: 36 years’ 
practical trade work; 24-hour service; 
all work guaran . W. Edelstein, 
Arcade Bldg., Utica, N. Y. 





PEARL STRINGING, cultured, seedpearl 
and semi-precious stone necklaces; 12 
years’ experience at remodeling; ex- 
tremely low prices; references; Rose 
Pearl Studio, 489 Fifth Ave., New York 





WE REPAIR EVERYTHING in watches 
and jewelry; we make parts for 
watches; write for shipping tags and 
price list. United Watch & Jewelry 
a Co., 539 Arcade Bldg., St. Louis, 

0. 





HASENJAEGER BROS. JEWELRY CO., 
636 Arcade Bldg., St. Louis, Mo., experts 
on any watch, regardless of make; 
railroad watches given special atten- 
tion; jewelry repairing, diamond set- 
ting; platinum jewelry made to order. 





DIAMOND REPAIRING and recutting ; 
repairing broken and _ chipped 
stones; recutting old miners and 

proportioned stones to im- 
prove brilliancy. James A. Drilling 
Co., Diamond Catters Since 1906, 
87 Nassau St., New York. 








To Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





BENCHES AND SPACE TO RENT, ex- 
cellent — $15 r month. H. Max- 
enchs & Co., 36 W. 47th St., New York. 





BENCH ROOM TO RENT, suitable for 
watchmaker or jeweler. Inquire Room 
24 A, 154 Lawrence St., Brooklyn, N. Y. 





JEWELERS—bench space for rent. 
Watchmaker — bench space for rent. 
Call Wm. Armitage & Co., Inc., 15 West 
inet” New York. Tel. Bryant 

= o0-¢. 





REDUCE OVERHEAD EXPENSE; light 
office and light manufacturing; $1 and 
$1.50 sq. ft.; burglar alarm; watch- 
man’s clock; best guarded block in city. 
Room 118, 35 Maiden Lane, opposite 
Federal Reserve Bank, New York. 








Miscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





PATENT ATTORNEY secures patente 
trade-marks, copyrights; call or sen 
me your sketch or model; confidential 
advice; literature. Z. H. Polachek, 
1234 Broadway, New York. 





LEARN WATCH REPAIRING; courses 
for beginners and advanced students; 


a and vibrating course for 
watchm ; free catalogue. Standard 


Watchmaker’s Institute, Estab 
1921, 111 West 111th St., New York. 





FRANK TAGER, Jewelers’ beget = 
eneral contractor; specialize complete 
, er a shop installation; plants bought 
on stock. 


and sold; jewelry machine 
Chicker- 


261 West 27th St., New Yor 
ing 4-1432. 





LEARN WATCHMAKING and become in- 
dependent; we help you secure a posi- 
tion; easy to learn; send for free cata- 
log. St. Louis Watchmaking School, 
Dept. 7, St. Louis, Mo. Under the 
same management since 1886. 





WATCHMAKERS! increase your abili 
through the ‘a 4 recommended books: 
“Rules and for Aacae 
Watches” and “Practical Balance an 
Hairsp Work” ; circulars on 
Walter leinlein, 610 So. Champion 
Ave., Columbus, Ohio; formerly al- 
tham, Mass. 





WATCHMAKERS, JEWELERS, learn to 
make and fit (Stazin) Nonbreak watch 
crystals; no stock to carry, yet every 
shape and size at your finger tips; dust 
proof; no come backs; no cement, im- 
possible to come out; no extra tools; the 
finest crystal on the market; complete 
course $5; skeptics may send case or 
bezel and 25c for sample and any in- 
formation. Hugh . Ramsay, 831% 
Northrup St., Portland, Oregon. 
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THE JEWELERS’ 


SUCCESS 
DOES NOT 
JUST 
HAPPEN! 


Nor is it achieved by 
self praise. 

It comes to only 
those who are will- 
ing to pay the price 
for it in hard work 
and intelligent 
honest planning. 













“*Mighty 
Monarch 
of the 
Hammer’? 


FOR MORE 
THAN 18 YEARS 


We have been planning and conducting LEGITIMATE 
— CAMPAIGNS, for the better class jewelers 
Oo ye 


IF YOU ARE CONFRONTED 


With the problem of Raising CASH, Disposing of mer- 
chandise that is afflicted with shelf sickness; or liquidat- 
ing your business completely, we may be able to offer 
you a solution to your problem. At least it will cost you 
nothing to find out; just outline your case to us. If 
we cannot help you we will tell you so frankly. 


Write, Telephone or Wire Today, in Confidence. 


CHAS. A. HUBBARD 


“Auctioneer for Established Jewelers Only” 
10 SO. WABASH AVE. CHICAGO, ILLINOIS 








LONG DISTANCE TELEPHONE CENTRAL 2547 




















MONTCLAIR 


Lexington Ave. 






Room & Bath 
Tuband Shower 



























$3 to *5 | 49th to 50th St. 
per day New York City | 
For 2 Persons New York's newest and finest Hotel 
$4 to $G | 800 Rooms 800 Baths } 
per day Radio in Every Room 


3 minutes’ walk from Grand Central, 
Times Square, Fifth Avenue Shops 
and most important commerciak 
centres, leading shops and theatres, 
10 minutes to Penn. Station. 


Grand Central Palace 
‘only 2 short blocks away 








S. Gregory Taylor, 
President 
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SO 


NEAR: 


B. BERNARD 
37 West Market St., 


THENEW 


W JEWELRY (ENTER 


Resrowr 


Let America’s 


Most 


Successful 


Jewelry 
Auctioneers 


Sell your “shelf-stale’” goods NOW. Restock with 
new merchandise at today’s low prices and you'll 
be prepared for the most profitable holiday season 
you have enjoyed in many a year. 
All Correspondence Strictly Confidential 
Best Results Guaranteed 
Sales Conducted With Dignity 


Write, Wire or Phone W.-B. 3-2619 


BERNARD CO. 


Sales Engineers With an Enviable Record 
S. W. HART 
Wilkes-Barre, Penna. 


ae 


J. S. MANN 


ee 


Select, quiet, luxurious —I/NEXPENSIVE 


Ideal as headquarters for the jewelry and kindred 


trades. 


Near business centers, theatres, smart 


shops. 801 rooms, each with private bath (tub and 
shower), mirrored doors, circulating ice water, etc. 


RATES For one person—$3.50, 4, 5, 6, 7 


For 2 persons—add one dollar, any room 
Suites (parlor & bedroom) —$9, $10, $12 


Direct subway line to Maiden Lane district from 


Grand Central Terminal, 





















































































nearby. (See map.) 8 
uil§ 
<i 

— wend 
TREET> 
peat eee TARR EA S| ie) fz 
< Oo 
ares aes “| [5 
w.47 ST. z 
N.W.C.M.A. A Oo x 2 
AMERICAN JEWELERS, | pe c ra 
PROTECTIVE ASSOCIATIONS A a 4 
Wi < 
15 W.45 ST. = 
GRAND 
CENTRAL 
LTERM. | 
O on 42. eraekt ET. 










































LEXINGTON 


LEXINGTON AVE.AT48™:ST. NEW YORK CITY. 





September, 1932 





THE JEWELERS’ CIRCULAR 








THERE IS NO DEPRESSION AT HANDSALES! 


No matter what conditions exist in your town or city, to re- 
duce your stock or liquidate your business, the HANDSALE 
is the way to do it, and do it quickly. 


HANDSALES are conducted legitimately and the honor of the 
store is upheld. Only your own goods sold! 


The “special discount sale” sells only the “flower” of your stock. 
The HANDSALE sells the “stickers” too, and it costs less! 


Much of your stock can be purchased for substantially lower 
prices today. Why not reduce stock and replenish at today’s 
costs. When the credit and honor of your business is at stake, 
seek the advice and help of the man who has been noted for 
sound business policies for many years. 


References from leading jewelers of the United States and other 
parts of the English Speaking World, from Banks, Trust Com- 
panies, Executors, Trustees, The Courts and members of The 





National Jewelers’ Board of Trade. 








An illustrated book is yours for the asking. 
It explains the methods of the HANDSALE. 
It gives hundreds of endorsements. 

Your correspondence strictly confidential. 








Telephone Rector 2-0677 




















Spot Cash! 


All or part of your stock. 

You will be satisfied with our policy and prices. We 
have bought out many leading stores in nearly every 
State. Rating and references of the highest character. 
We can refer you to banks and many prominent 
merchants. 


Write us without obligation. 
BROOKLYN PURCHASING SYNDICATE 


Frank Walker, Proprietor 


610 Broadway, Brooklyn, N. Y. 
Telephone: Pulaski 1798 Note—Same address since 1898 


We buy quick for 










































‘THE PATHWAY TO SUCCESS” 








WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 


SCHOOL OF HOROLOGY 
Dept. C Peoria, Iil. 











New York 


14 Maiden Lane JAMES L. HAND ._ New York 
“AMERICA’S LEADING JEWELRY AUCTIONEER” 








Need Cash? 
Consult Perry 


Regardless of Existing Conditions 


We Will Reduce Your Stock, or 
Liquidate Your Business 


Legitimate Selling for Legitimate 
Jewelers 


Men with Practical Experience in the 

Retail and Wholesale Jewelry Business 

and Known Nationally Through Past 
Connections as Very Successful 


References from Leading Jewelers, 

Banks, Trust Companies, Executors, 

Trustees, and Leading Wholesale 
Jewelers 


All Correspondence Strictly Confidential 
Write, Wire, or Phone Hemlock 3556 


Samuel O. Perry 
AND ASSOCIATES 


237 Olympia St. Pittsburgh, Pa. 
Legitimate Auctioneers 




















Seo rae NORE 











98 THE JEWELERS’ CIRCULAR September, 1932 
American Platinum Works.... 70 ee 60k oeeth eevee wants 28 National Jewelers Mutual Fire 
American Weekly ........... 9 Hagstoz, T. B., & Son........ 88 Insurance Co. ............. 76 
Art Metal Works, Inc.....18, 19 Hammel, Riglander-Pennant Noble, F. H., & Co........... 68 
rrr er er 86 Nye, William F., Inc......... 90 
a ee 97 
Bandy & MOran......ssses 27 
Baker & Co...........-+.++. 7 Bawies, FT. GB Ge... 2 cc cess 74 Oneida Community, Ltd. 
Se eee eer eee 26 ‘ake’? Will} ; 12, 13, Outside Back Cover 
Hicks’, William S., Sons...... 15 
Benedict Manufacturing Co... 8 Hoke Inc. .........eeeeeeees 90 Optical Journal & Review.... 70 
Bernard Se Fi eeeaserus esd 96 Sietenen & Bdnante Bile Ca. 
a A ee eee ree 20 21, 22, 28, 24 
Binney & Smith Co........... OP - i 0 oy ce caeey 60  Pairpoint Corporation ....... 72 
Borgfeldt, Geo., & Co......... 6 Hubbard, Chas. A............ 96 Palestro, George ............ 82. 
Bradley Polytechnic Institute. 97 Papasian Bros. .......sesses 61 
Branston, Chas. A., Inc...... 76 eee ree 
Brintot Sonmnions mine .- ene Imperial Metal Mfg. Corp..... 71 Perry, Samuel 0............. 97 
Brooklyn Purchasing Syndicate 97 : , Pie, WERGO ois cvcivcccues 68 
International Silver Co. ' 
Bulova Watch Co............ 16 Inside Front Cover, 1, 21, 22, oe Oe eee 5 
23, 24, 29, 30 Poster Sales Service......... 70 
Cando Corporation .......... 67 , 
Carter, Gough & Co.......... 61 Jackson, John J., & Co....... g2 Railway Express Agency..... 68 
Crane, Z. & W. M., Inc........ 74 Jewelers’ Technical Advice Co. 90 Ramsay, Albert, & Co...... 48, 49 
Currier & Roby.............. 65 SS ae 5 oe 70 Rebuilt Jewelry Corporation.. 82 
Johnson, Matthey & Co....... 90 Reeve & Mitchell Co.......... 82 
Richheimer, Jerome ......... 57 
Rogers, Lunt & Bowlen Co... 66 
Dee, Thomas J., & Co......... 88 
Se > = oe 52 
Meee TRG avi csiesivess 82 ; 7 
Kestenman Bros. Mfg. Co..... 25 Special Notices....92, 93, 94, 95 
Elgin American Manufacturing Kramer, Milton ...........-. 60 Spyco Smelting & Refining Co. 88 
ee ee eee 59 Star Watch Case Co.......... 4 
Eureka Manufacturing Co.,Inc. 70 Stern Bros. & Co............. 54 
Stronghold Ring Guard Co.... 90 
oe pin li Sula és Swiss Hairspring Service, Inc. 82 
arter NE vin dened 
Forstner Chain Corporation... 2 Lees & Sanders, Ltd......... 84 
row a. ala ied. haa os a Terri Cosmetic Corporation... 76 
~w _ t eo! 1 ee ee 96 Thilmany Pulp & Paper Co..79, 80 
G. & M. Hairspring Service... 82 epee _ ving eect. Traub Manufacturing Co..... 50 
Lion Safety Pin Clutch Co.... 82 
OM eClub hccenene ks 10 L h. Albert. & Co., I 56 
Gemological Inst. of America. 60 marae macind saclieacaahdahie 
Goldsmith Bros. Smelting & Want Advertisements 
PE ED, osc vee cs veses 90 92, 98, 94, 95 
ON SI: cos esewccevccwns 62 Manchester Silver Co......... 69 a i Da a 64 
Governor Clinton Hotel...... 82 ee, I Tis vo cee cbansves 59 Watson & Briggs Co......... 67 
Graham Paper Co......... 79, 80 ee ere Te ee 58 Wood, J. R., Sales Corporation 
Gruen Guild Watches........ 47 Montclair Hotel ............. 96 100, Inside Back Cover 























Xth Olympiade Committee 


OF THE GAMES OF LOS ANGELES 
vu S a 1932 


iTo 
W. M. Gartanp Bipe., 117 West NintH St. 





REPLY TO Los ANGELEs - CALIFORNIA 
Sports TecHNicaL Director Cass Avoase “LAOLYMPIC™ 
Cass Coom: ACME 
August 18, 1932 BENTLEY'S 


PETERSON’ Sao 


Messrs. J. Re Wood and Sons, Inc. 
1325 Atlantic Avenue, 
Brooklyn, N. Ye 


Gentlemen: 


It is impossible to contemplate the wonaerfully 
successful Games of the Xth Olympiade and the unprecedented athletic 
performances which featured the Games without recognizing the pe 
played by Omega Watches in this great international event. Duri 
course of the track and field competitions, every single Olympic 
on the track was broken and in most cases not once but several 
Among the many new Olympic records set were numerous worlds rec POLYWUD 
A similar situation prevailed in the Olympic swimming champions 
which every Olympic record but one was broken and, as in the cag 
track and field, not once but several times. 






























The thirty Omega split second timers which were 
Supplied by you, were the only official timers supplied by this Commit- 
tee for the use of the Olympic Games officials in all sports in the 1932 
Olympic program. They were highly satisfactory in every way and their 
obvious accuracy was the cause of considerable comment among the officials. 











~ On behalf of the Organizing Committee of the Games 
qj of the Xth Olympiade, permit me to express once more our very deep grat- 
itude and our very high appreciation for the part played by Omega Watches 
yin the remarkably successful 1932 Olympic Games. 


Yours very sincerely 9 


DA Liegn 


WILLIAM M. HENRY 
Sports Technical Director 


-GA 




















; ONE OF THE THREE GREAT 
WATCHES OF THE WORLD 


Distributors: 


JOHN R. WOOD SALES CORPORATION 
1325 Atlantic Avenue, Brooklyn, N. Y. 








Co introduce J UN E. the new Cudor Plate Daigal 
. this ecrerinary GIFT OFFER 


ar’ <a" 
y pee 4 


CA Set of MATCHING SALAD PLATES, in eo 


and price the Silverware 


the new Tudorware, with each Service in the New- for your full profit. And national 


advertising carries the news of 


Housekeeping or Biltmore Anti-Tarnish Chest. _ the offer into millions of homes. 


ORDER FROM YOUR JOBBER NOW 


TUDOR PLATE Gre Siverwareby COMMUNITY 


lor further information see Pages 12 and 13 














